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IS IT EASIER TO MAKE ONE PROFIT IN 


THREE SALES—OR THREE TIMES THAT 
PROFIT IN ONE SALE? AND THE BIG CAR 


IS USUALLY SOLD TO PEOPLE WHO KNOW 
CARS AND HAVE MONEY. STUTZ DEALERS 





ARE SETTING SOME REMARKABLE NEW 
RECORDS THIS YEAR IN PROFIT MAKING. 


THE 
LOW-WEIGHTED 





INDIANAPOLIS. -~ND. 
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DURANT Four Two-Door SEDAN — $595 foa.b. Lansing 


DURANT Four and “60” 


New advanced body lines - New brilliant colors - More roomy interiors 
Quiet bodies—the result of exclusive development of Durant body engi- 
neers + Chromium plating onall exterior metal fittings + 17-inch flat thin- 
grip steering wheel - Bendix quiet positive four-wheel brakes + Balanced 
Continental Motors of special Durant design + De luxe models with 
six wite wheels—spares mounted in fender wells - Longer 


wheelbase and lower prices on the “60” series 


The introduction of these highly attractive new models repre- 
sents a distinct advance in the value of the Durant franchise 








DURANT MOTORS, INC. + 250 West 57th Street New York, N. Y. 
Factories at ELIZABETH, N. J.; LANSING, MICH.; OAKLAND, CALIF.; TORONTO, CANADA 








DURANT “60” DE Luxe FouR-DooR SEDAN—$935 /.0.5,. Lansing 
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456 SIZES 
CARRIED IN STOCK 








Pat’d and Patents Pending 





This is a picture of the 


“HALLOWELL” STEEL WORK-BENCH 


| Every part of it is of steel and therefore it stands the racket better 
| than other benches. 


a 


——— 


But most important of all is its one-piece sheet steel top—because it 
never becomes oil-soaked, never cracks, never splinters; but on the 
contrary gets smoother and more serviceable with age. 


_~ 


“Hallowell” Steel Work-Benches are quite inexpensive—besides they 
can be picked up from stock, so there is no waiting. 


Write for Bulletin No. 386. 





Other “Hallowell” Lines of Steel: Bench Legs, Work Tables, Tool 
Stands, Drawers, Trucks. 


STANDARD PRESSED STEEL CO. 


BRANCH JENKINTOWN, PENNA. BRANCH 
28 N.Clinton St. 944 Harper Ave. 
CHICAGO, ILL. BOX 518 DETROIT. MICH.. 
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Sell Your Customers 





Better Motor Performance 
(- cater Driving Comfort 
S mart Radiator Appearance 


by equipping their cars with the new 


k 





GLOB 


VERTICAL BLADE 
Radiator Shutter 


(Licensed by Pines Winterfront Co., under Patent No.1,458,593) 





HOW the winter motorist how makes it the outstand- 

he can improve motor perform- ing radiator shutter on 
ance, add to his driving comfort and the market. Hand con- 
the appearance of his car ... all at trolled from the dash. 
small cost... and you will be surprised 
how easy it will be to sell him the new i ell endian te anil —— 
GLOBE Vertical Blade Radiator P *TWhen Open == 


a quickly. If you are not 
rose em q _ tert pretits for already enjoying a volume of extra 
a profits on GLUBE Shutters, let 


Thousands of motorists are now’ us give you full particulars about 
enjoying the convenience of the the remarkable schedule of dis- 
GLOBE Vertical Blade Shutter. counts as applied to this fast 


The Vertical Blade construction moving accessory. 













































| 
| 





It’s built to give serv- 


XQ 


GLOBE MACHINE & STAMPING CO. 


FORDsWHIPPET 1225 W. 76th Street, Cleveland, Ohio 


CHEVROLET 


$4.00 


ALL OTHER 
CARS 


Manufactured by 


THE GLOBE MACHINE & STAMPING COMPANY 
1225 West 76th Street ' CLEVELAND, OHIO 


Gentlemen: 


Please send us complete details regarding 
. the new Globe Vertical Blade Radiator Shutter. 
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Reap this Rich 


Francisco Harvest 


Years of ripe experience in successful heater 
merchandising— 





The only heaters that improve carburetion at 
the same time that they heat and ventilate the 
car— 


Guaranteed to deliver heat in greater volume 
than any other— 


Built to fit every make and model of car— 
Nationally recognized, liberally advertised 


—these features and many others are back of 
the dealer who specializes on 


Standard 


The harvest season is at hand. Be ready to 
reap the profits FRANCISCO has sown for 
you through the years. Now is the time to 
complete your stock; to tie up with FRAN- 
CISCO advertising; to start saying “FRAN- 
CISCO” to your customers. When the 
weather gets cold, they buy—and once you 
sell them a FRANCISCO they'll keep on 
having FRANCISCOS installed on every 


new car they get. 


Don’t put it off. The weather waits for no 
man. Check up today on stock; then tele- 
phone your jobber. The FRANCISCO is 
carried by the best jobbers everywhere. 


THE FRANCISCO AUTO HEATER CO. 
Cleveland Ave. at Essex Columbus, Ohio 
Francisco Canadian Auto Heater Co., 
Hamilton, Ontario, Canada 
Dept. 14 








Send full dealer information about FRANCISCO Auto 
Heaters. 
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LASS cuts constitute 

more than half the per- 
sonal injuries resulting from motor accidents 
—injuries which may leave lifelong scars. 


DUPLATE is Plate Glass made shatter proof. 
It gives you the same unobstructed vision, the 
same clearness and lack of distortion, the same 
optical precision as regular plate glass—the 
difference being that DUPLATE eliminates 
- possibility of cuts from flying or jagged 
glass. 


DUPLATE, in standard sizes for all makes of 


windshields and car windows, is ready for 
delivery to dealers. 


Recommend replacements of windshields and 
window glass with DUPLATE—the Shatter- 
proof Glass. The change can be made in a few 
minutes at a cost to your customer that buys 
10 times its value in peace of mind and safety. 


PITTSBURGH SAFETY GLASS COMPANY 
PITTSBURGH, PA. 


Distributed by warehouses of Pittsburgh Plate Glass Co. 
located in all principal cities of the U. S. 


Dealers write for information and prices. 


You feel 


safer because 
you ate saler 


== 
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SHAT TERPROOF 





DIS TR1S Vt ORs 


Insurance merely 
compensates... 
Duplate prevents 
injuries. 
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PRESIDENT EIGHT 


Less than a year old::: 


Outselling every other 
hight! 


| HE greatest dealers and salesmen in existence 











couldn’t carry a car to such heights of leader- 


ship--and in nine short months--unless the car, the 
price and the make were RIGHT! 


Studebaker’s President Eight, by indisputable 
state license figures, is outselling every other eight- 
cylinder car just as it out-performed ALL cars when 
it traveled 30,000 miles in 26,326 minutes. 


This great car was introduced only last January. 
In July it swept past the entire field. August saw 
the lead increased. 


The Studebaker franchise gives you 
not only The President Eight, selling 
from $1685 to $2485; but also The 
Commander at $1435 to $1665; The 
Dictator at $1185 to $1395; and The 
Erskine Six at $835 to $1045--four great 
lines of passenger cars--in addition 
to a full line of commercial cars. 





Write or wire for the facts now, and line up with 
the leader! 


Department 5l 


THE STUDEBAKER CORPORATION OF AMERICA, SQUTH BEND, INDIANA 


STUDEBAKER 
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NE of the biggest ‘‘why’s”’ of Nash 
success—one of the richest profit 
sources for the Nash dealer—is the 
wide range of ‘‘400°’ offerings at so 
wide a range of ‘‘400”’ prices. 


No matter what type of body a pros- 
pect needs, what colors and trim best 
suit his taste, what price best fits his 
income, the Nash ‘*400”’’ dealer has it. 


Sixteen beautiful body styles, in three 
Series—the Advanced Six, Special Six, 
and Standard Six; and four wheel- 
base lengths—112'4, 116, 121 and 13 


inches. 


The Nash dealer has six different types 
of 4-door sedans to offer, ranging from 
the popular Standard Six Sedan at 
$955 to the magnificent 7-passenger 


Advanced Six at $1990. 


There are three different coupes, one 


in each line, priced from $885 to $1775. 


NAS 


Leads the Wortd 








A Great Group of New Models 
A Wide Range of Attractive Prices 


A rich field for 
Big Profits 


The Cabriolet model, that is so rap- 
idly supplanting the roadster in pub- 
lic favor, is also offered in all three 
lines, at prices from $955 to $1660. 


So is the 2-door sedan model—3 types 
—at $885, $1260 and $1480 respectively. 


And in addition, Nash builds a charm- 
ing Victoria to sell at $1345 f. o. b. 
factory. 


_ Just think what you could do with a 


line like this—every model completely 
equipped before it leaves the factory 
with bumpers front and rear; four 
hydraulic shock absorbers, either 
Houdaille or Lovejoy; new type 
automatic windshield wipers; fully 
equipped except a spare tire. 


And Twin Ignition ...and Salon bod- 
ies... and a world of other important 
attractions ... at these low prices! 





im Wotor Car Value 
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For All Ball Bearing Service 
New Departures Are First Choice 


N 


They are regular equipment in 8 of every 10 cars on the 
road today. 


EW DEPARTURE Ball Bearings are rapidly be- 
coming the standard ball bearing for all service work 
—for two reasons: 





They are carried in stock in 800 towns and cities of the 
U.S. A. United Motors Service with its 23 direct branches 
and nearly 1,000 distributors are equipped and trained 
to give prompt, careful and expert bearings service. 


A request will bring the name of your nearest 
source of supply and copies of New De- 
parture Service Station Manual and 
Service Catalog listing numbers and 
locations of all bearings in cars, 
trucks and tractors since 1917. 





THE NEW DEPARTURE MFG. COMPANY 
BRISTOL, CONNECTICUT 
Chicago San Francise Detroit 


NEW DEPARTURE 
QUALITY 


PALL BEARINGS 


v 
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R-W 
Aut-O-Dor 
Electric Door 
Operator 
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Closed position— Doors quite 

as rigid and tight as the wall 

itself, yet instantly responsive 
to remote control. 









Pe 











Push a button or pull a cord 


Doors open and shut 
instantly and automaticall 


Simple! Safe! Low first cost and practically 
no service or upkeep expense!. . . A typical 
R-W product, scientifically designed, sturdily 
made and thoroughly dependable. 


All you do is push a button or pull a cord, 
several of them located in convenient parts 
of the garage. The R-W Aut-O-Dor Electric 
Door Operator works quietly and surely, 
without jolts or jars.. Swinging or sliding- 
folding doors open wide or shut tight, in- 
stantly and automatically. You need never 
keep your patrons waiting. Saves their time 
and yours, too. Earns good will and increases 
your reputation for promptness and efficiency. 
The R-W Aut-O-Dor Electric Door Operator 
certainly pays for itself! 


Write for further details 





New York + + °* AURORA, ILLINOIS, U. S. A, . * Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. -: Winnipeg 
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Last Quarter to 
Break All Records 


Million Care to Be Produced 
Next Three Months Is 
Belief 


sTOCKS LOW 


DETROIT, Oct. 2—Automobile busi- 
ness throughout the United States and 
in the export fields is continuing at a 
rate that causes executives to forecast 
that output for the last quarter will be 
somewhere around 1,000,000 units. It 
is also believed that production for the 
third quarter which is now drawing to 
a close may total approximately 1,- 
370,000 units, dependent of course on 
the figures for September, which gives 
every indication of being a banner 
month. Assuming that the above fig- 
ures are somewhere near correct and 
adding them to the figures for the 
second quarter of 1,320,000 cars and 
the first quarter totaling 1,007,000 it 
is more than reasonable to assume that 
total output for 1928 will exceed by a 
comfortable margin the high record of 
all time set in 1926, when 4,503,000 
cars were built. 

While reports from Florida indicate 
untold damage from the recent hurri- 
cane, the results of the disaster will 
only be felt locally and will have lit- 

(Continued on page 14) 





Paul Armstrong Dies 


CHICAGO, Sept. 29—Paul Arm- 
strong, former president of the village 
board of River Forest and head of 
Armstrong Bros. Tool Co. and the 
Armstrong-Blum Mfg. Co., died Sept. 
20 at his home, 601 Franklin Avenue, 
River Forest. 


Wallace to Philadelphia 


ST. LOUIS, Oct. 2—W. G. Wallace, 
formerly vice-president of the Manhat- 
tan Moon Co., New York City, and 
later an official at the factory in St. 
Louis, has just been assigned to the 
eastern Pennsylvania territory as the 
company’s district manager. 








Wilber Joins Robert Bosch 


DETROIT, Oct. 2—D. J. Wilber, for 
the past nine years sales engineer with 
the American Bosch organization, has 
associated himself with the Trade Sales 
Division of the Robert Bosch Magneto 
Co., Ine., as district representative for 
Michigan and Ontario with headquar- 
ters at Detroit. 





Theft Prevention 

Device Operates 
by License Plates 

— -+ me: + aumn 
A simple theft prevention” 
device for automobiles is said 
to have been patented by a 
German engineer, who has 
perfected means of _ setting 
license plates in a_ vertical 
position until released by a 
special key, according to ad- 
vices from Cologne to the De- 

partment of Commerce. 











Carver With G. M. 

DETROIT, Sept. 28—Walter L. Car- 
ver has joined the staff of the sales sec- 
tion of General Motors Corp. under 
B. G. Koether. Mr. Carver is well 
known throughout the industry. For 
four years he was Technical Field Edi- 
tor of the Chilton Class Journal Co. at 
Detroit and resigned that position 
some months ago to assume an execu- 
tive position with the Kelvinator Corp., 
from which he has just retired to join 
General Motors. 


Sanders Again With Franklin 

CHICAGO, Sept. 29—Frank H. San- 
ders, pioneer salesman, dealer and dis- 
tributor, has returned to the Frank- 
lin Automobile Company as distributor 
in the Chicago territory. Mr. Sanders 
entered the service of the Franklin 
company in 1902 and from 1911 until 
1922 was the distributor here. Show- 
rooms have been established at 2000 
Michigan Ave. where both wholesale 
and retail business will be handled. The 
new distributing firm will be known as 
the Franklin Motor Car Company, and 
Mr. Sanders is sole owner. His return 
to the row comes after six years of re- 
tirement. 


Wyman Goes to Factory 
MIDDLETOWN, CONN., Oct. 1— 
W. T. Palmer, manager of the Russell 
Manufacturing Co., Middletown, Conn., 
announces that H. B. Wyman, who has 
been service manager in the branch at 
1442 South Michigan Avenue, Chicago, 
Ill., for the past seven years, has been 
transferred to the main office at Middle- 
town, Conn., as general service man- 
ager. The creation of this new position 
was necessary because of the steadily 

increasing sale of Rusco products. 











Epting Transferred 
PHILADELPHIA, Sept. 29—The 
Wagner Electric Corporation announ- 
ces the transfer of H. D. Epting to 
the Atlanta sales office. 


Good Business is 
Sloan’s Forecast 


oe 


GM Executive Looks for Big 
Increase in Overseas 


Trade 


we 


GOES ABROAD 





NEW YORK, Sept. 28—Sailing on 
the S.S. Olympic, Alfred P. Sloan, Jr., 
president of General Motors, intimated 
the possibility of a stock dividend to be 
declared at a directors’ meeting in 
November. He pointed out that nothing 
had been determined or seriously dis- 
cussed but that it would be reasonable 
to suppose that directors would follow 
the precedent of arranging the cor- 
poration’s capital so that stock can be 
as widely held as possible. 

Overseas shipments this year, Mr. 
Sloan expects, will be 290,000 cars and 
trucks. He looks for a rapid expansion 
of the foreign market. His complete 
statement the date of sailing follows: 

With two of my associates I am 
leaving for a month’s absence on an 
operating trip visiting the corporation’s 
foreign subsidiaries. This is the routine 
trip .which is customarily made by a 
group of General Motors executives at 
this time each year. There is no special 
significance to be attached to it. 

General Motors operations abroad 
are each year increasing in importance, 
both in their contribution to our total 
volume of business as well as to our 
profit account. The American car is 
gaining rapidly in popular favor in all 
overseas markets and it is our hope 
and ambition to obtain a larger part 
of the market than we now enjoy. It 
is expected that the corporation’s total 
shipments overseas this year will be 
290,000 cars and trucks. This will in- 
volve a value to General Motors on a 
wholesale basis of approximately $265,- 
000,000. We are confident that this is 
only the beginning if we can measure 
up to the opportunity presented. 


(Continued on page 16) 





Sedley Brown Dies 


DETROIT, Sept. 29—Sedley Brown, 
72 years old, veteran stage director and 
writer and father of Sedley Brown, Jr., 
director of advertising at Dodge Broth- 
ers Corp., died suddenly in Los Angeles 
Sept. 19. 




































































10 


Merger of Trade 
Groups Ratified 


Consolidation Fuses Strength 
of Two Old-Line 
Organizations 





NEW YORK, Oct. 2—Ratification of 
the merger of the Motor and Accessory 
Manufacturers Association and _ the 
Automotive Equipment Association was 
voted unanimously at a special meeting 
of the former organization recently 
held at Hotel Astor. Inasmuch as 
A.E.A. members had previously ap- 
proved the plan, the new organization 
formally entered its existence and the 
two older organizations automatically 
passed out of existence with this vote. 
The new organization has more than 
800 members. 

The consolidation fuses the strength 
and combines the activities of the 24- 
year old Motor and Accessory Manu- 
facturers Association, comprised exclu- 
sively of manufacturers, and the Auto- 
motive Equipment Association, which 
was formed 18 years ago and whose 
members include automotive equipment 
wholesalers and manufacturers of prod- 
ucts which the former distribute. 

Ratification of the merger by the 
M. & A.M.A. marked the culmination 
of negotiations begun last May, when 
a special committee of the association 
and the executive committee of the 
A.E.A. held their first conversations on 
the subject. The A.E.A. membership 
voted in favor of the merger at the 
summer convention at Mackinac Island 
in June, giving the executive committee 
power to proceed. On the M. & A.M.A. 
side of the merger affairs were handled 
by the board of directors and the 
special committee, with action of the 
membership as the final step in the 
proceedings. 


(Continued on page 18) 





Notables to Meet 

NEW YORK, Sept. 29—Henry Ford, 
Orville Wright, Glen Curtiss and 
Harvey S. Firestone are among the 
guests of honor who have accepted in- 
vitations to the concluding dinner of 
the Conference of Major Industries, to 
be held at Columbia University Oct. 24. 
Other guests include Thomas Edison, 
Charles M. Schwab and George East- 
man. 





Decker Goes South 

NEW YORK, Oct. 2—F. H. Decker, 
assistant production manager of Gen- 
eral Motors Argentina, who has been 
on a trip to the home office and General 
Motors factories, sailed for Buenos 
Aires Sept. 29 on S/S Munargo to re- 
sume his duties in South America. 





Dean Representing Marmon 

DETROIT, Sept. 29—Ray Dean has 
been appointed by the Marmon Detroit 
company as their representative for 
Marmon motor cars in Lansing. 








| Americana | 








C. W. Burst 


HE new President of the 

Moon Motor Car Company 
was a mechanic in the Moon 
Motor Car Company’s plant 
scarcely sixteen years ago. 
Through rapid advances, he has 
passed, successively, through 
the various official positions of 
general foreman, general su- 
perintendent, purchasing agent, 
vice-president, and now is 
president. This, we venture to 
say, could only have happened 
in America. 











Kirtley With Raymond 


DETROIT, Sept. 29—John C. Kirt- 
ley, formerly with the sales organization 
of the Standard Chevrolet Sales, local 
distributors for Chevrolet products, has 
been appointed sales manager of the 
Raymond Chevrolet Sales. 





Rickenbacker Speaks 


DETROIT, Sept. 29—Capt. E. V. 
“Eddie” Rickenbacker, assistant sales 
manager of the Cadillac Motor Car Co., 
addressed members of all luncheon clubs 
of Lansing last Thursday, on “Travel 
on Air, Water and Land.” 





Willett Inspecting 


DETROIT, Sept. 28—W. R. Willett, 
assistant to W. C. Durant, arrived in 
Lansing Saturday on a trip of inspec- 
tion to the local factory of Durant 
Motors. He will view construction work 
on the new $250,000 power house now 
being built at the local plant and in- 
spect the installation of machinery in 
the $750,000 addition to the plant, 
which has just been completed. 





New Webb Branch 
ASHEVILLE, N. C., Sept. 28—The 
Webb Motor Co., Buick distributor, is 
opening a branch establishment in 
West Asheville. Walker Thomasson 
will be in charge. 





Motor Age 






Radio Set Stutz 
Newest Offering 


Cars to be Equipped at Option 
of Purchaser. Outfit is 
Concealed 


INDIANAPOLIS, Sept. 29—All Stutz 
cars at the option of the purchaser 
will be equipped with a six-tube radio 
set, it was announced to day at the 
plant of the Stutz Motor Car Co. of 
America, Inc. All models soon will be 
available with the new equipment but 
deliveries are being made on only the 
five-passenger sedans and broughams. 

The set adopted has been undergoing 
tests in Stutz factories for more than 
two years, and special shielding has 
been developed so that neither the op- 
eration of the generator nor the dis- 
tributor affects the reception. 

The set is built into the instrument 
board and is entirely hidden except for 
the dials and controls grouped com- 
pactly on the instrument panel. A 
miniature loud speaker is located on 
the top of the windshield, while the 
antenna is concealed in the top. The 
set operates from the car battery. 





New Nash Quarters 

BALTIMORE, Sept. 29—The Wilson- 
Nash Motors Co., Baltimore, has opened 
its new building at 220 to 250 West 
Twenty-ninth Street. The structure 
contains 92,000 sq. ft. of floor space. 
All the departments are housed in the 
one building. 


Phillips to Frisco 


CLEVELAND, Oct. 2—E. J. Phillips 
who has been selling Van Dorn prod- 
ucts in Detroit, has gone to San Fran- 
cisco to take over that territory for 
the Van Dorn company. His place in 
Michigan will be filled by his brother, 
George Phillips. 








Spaulding Replaces Beggs 
CLEVELAND, Oct. 2—J. F. Spaul- 
ding has been transferred to the Balti- 
more territory to fill the vacancy 
resulting from the transfer of Jack 
Beggs from Baltimore to the headquar- 
ters office in Cleveland. 





Urquart to India 

NEW YORK, Oct. 2—G. P. Urquart 
and family sailed Sept. 29 on S/S 
Cleveland for Berlin where Mr. Urquart 
will spend several months at General 
Motors G.m.b.H. before proceeding to 
Bombay where he will be commercial 
body superintendent of General Motors 
India. 


Anderson to Copenhagen 

NEW YORK, Oct. 1—Peter Ander- 
sen, assistant sales manager of General 
Motors International, sailed Sept. 29 on 
S/S United States for Copenhagen. 
Mr. Andersen had been in America 
several months visiting the home office 
and General Motors factories. 
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H ERE’S an important addition to 








Chrysler Adds a Phaeton 


the Chrysler “75” series, the new five-passenger phaeton. Typical Chrysler design 
is seen in the long, straight lines, the treatment of the rear cockpit and the narrow radiator shell 








Ammco Model Changes 


CHICAGO, Sept. 29—Automotive 
Maintenance Machinery Co., manufac- 
turers of cylinder reconditioning tools, 
has changed the model designations of 
the Rigid Cylinder Grinder. The Model 
N rigid cylinder grinder with screw 
driver adjustment has been changed to 
Model D and the Model X cylinder 
grinder with external adjustment has 
been changed to Model E. 





Wins Beauty Pageant 


GRAND RAPIDS, Oct. 2—Mrs. Doro- 
thy Taylor, driving an Elcar de luxe 
sedan, was awarded first prize in the 
Vodvil Carnival and beauty pageant re- 
cently staged by Lalakoum Grotto, in 
Grand Rapids, Michigan. 





Salesman to Florida 


CHICAGO, Sept. 29—Salesmen of 
the Hudson Motor Car Company of Iili- 
nois are racing neck and neck for a 
winter vacation in Florida. The sales- 
man who shows the best record between 
September 1 and December 1 will be 
rewarded with a trip to Florida with 
all expenses paid not only for himself, 
but for Mrs. Salesman as well, Walter 
Evans, general manager, has an- 
nounced. 





Profits From the Air 


NEW YORK, Sept. 28—The United 
States Air Transport, Inc., reports 
gross earnings for the quarter ended 
Aug. 31 as $34,655. This income was 
derived from sightseeing and student 
instruction at the Washington airport. 
Net income after maintenance and op- 
erating charges totaled $16,361. 





Williams Distributes Durant 

HARTFORD, CONN., Sept. 29—F. 
W. Williams, Inc., 277 Connecticut 
Boulevard, East Hartford, Conn., state 
distributor of the Durant and Locomo- 
bile, has just been assigned the Rhode 
Island territory by the factory head- 
quarters. 

F, Williams, president of the com- 
pany, announces the following Rhode 
Island appointments: Providence, C. 


W. Spink, dealer, and the Lawton Gar- 
age as associate; Newport, Morton 
Park Garage; West Warwick, the War- 
wick Durant Sales Co., and Woon- 
socket, the Union Garage. Williams 
reports that a big selling organization 
will be built up in Rhode Island. 





Packard Men Meet 


DETROIT, Sept. 28—Service man- 
agers representing 330 Packard branch 
distributors and dealers throughout the 
United States and Canada were in De- 
troit for a three-day service meeting 
September i9, 20 and 21. Sessions were 
held at the factory. 





Jordan Stock 


NEW YORK, Sept. 29—Jordan Motor 
Car Co. has offered to its stockholders 
of record Sept. 25 rights to subscribe 
to 74,000 shares of unissued preferred 
stock at $8 a share. Proceeds of this 
issue will be used for working capital 
of the company. 





Averill Has Chevrolet 


HARTFORD, CONN., Sept. 29—H. 
L. Averill has organized the Averill 
Chevrolet Co. here and taken sales and 
service quarters at 339-341 Connecticut 
Boulevard. 





Champion Sparkers 
Again to Be Heard 
Thursday Evenings 


HE Champion Sparkers, 

a popular radio feature for 
the past three winters, will be 
heard each Thursday evening 
over the Blue Network of the 
National Broadcasting Co. at 
8.30 to 9.00 o’clock, Eastern 
Standard Time. The Cham- 
pion Sparklers are sponsored 
by the Champion Spark Plug 
Co. of Toledo, Ohio, and Wind- 
sor, Canada. 











Williams Franklin V.P. 

SYRACUSE, N. Y., Oct. 1—Appoint- 
ment of John E. Williams to be vice- 
president in charge of sales for the 
Franklin Automobile Company was 
announced here this week by H. H. 
Franklin, president. For the past year 
and a half Mr. Williams has been mer- 
chandising and advertising counsel for 
the Franklin Automobile Company, and 
has an intimate knowledge of its or- 
ganization. 

Before joining Franklin Mr. Wil- 
liams was vice-president of the United 
States Advertising Corporation of 
Toledo, Ohio. 


Hayes Business Good 

GRAND RAPIDS, Sept. 29—wWith 
2000 men working full time in its 
Grand Rapids plant and 500 men work- 
ing overtime in the Ionia plant, the 
Hayes Body Corp. is enjoying the 
greatest prosperity in its history, says 
Hal H. Smith, vice-president. 


More Road Service Members 

ST. LOUIS, Sept. 29—The “sideline” 
activities of the St. Louis Auto Dealers’ 
Association are prospering. In the 
month since it was inaugurated 2400 
members have been obtained for the 
Emergency Road Service Bureau op- 
erated by the dealers. 


“Red Bug” Plans 

NEWARK, N. J., Sept. 29—Plans 
for the formation of a subsidiary com- 
pany, which will be engaged in the 
amusement field, by Automotive Stand- 
ards, Inc., manufacturers of the “Red 
Bug,” a small electrically and gasoline- 
driven utility and passenger automo- 
bile, are nearing completion, it was 
learned here. The new company will 
be formed to make use of the “Red Bug” 
in amusement parks throughout the 
country. 














Demand Increases 
AUBURN, Oct. 2—Increase in de- 
mand for Auburn’s 88 model has neces- 
sitated right of way being given this 
model in production, says Roy Faulker, 
vice-president in charge of sales. 
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The 


Automotive Calendar 








SHOWS 
Automotive Equipment As- 
sociation, Coliseum, Chicago, 
Oct. 22-27 


Baltimore, 5th Regiment Ar- 
mory, Jan. 19-26. 


Boston, Mechanics Bldg., 
March 2-9. 


*Chicago, National, Coliseum, 
Jan. 26-Feb. 2. 


Cincinnati, Music Hall, 


Jan. 


Cleveland, Public Auditorium, 
Jan. 26-Feb. 2. ; 
Dallas, Texas, Oct. 6-21. 
Denver, Colo., Auditorium, 
Feb. 11-16. 
Detroit, 
Jan. 19-26. 
Eastern States Exposition, 
Springfield, Mass., Sept. 16-22. 
Kansas City, Mo., American 
Royal Blidg., Feb. 9-16. 
Los Angeles, Washington 
Park, March 2-10. 
Louisville, Ky., Armory, Jan. 


Convention Hall, 





Oct. 10—Marketin 
Nov. 17—Production an 


Milwaukee, Wis., Auditorium, 
Jan. 12-19. 


National Standard Parts As- 
sociation, Cleveland Auditorium, 
Oct. 29-Nov. 3 


Newark, N. 
*New York, National, 
Central Palace, Jan. 5-12 


Peoria, Ill., Feb. 5-9. . 
Philadelphia, Commercial 
Museum, Jan. 12-19 


Salon, Automobile Salon,. Inc., 
Hotel Drake, Chicago, Jan. 26- 
Feb. 2. 

Salon, Los Angeles Motor Car 
Dealers Assn., Biltmore Hotel, 
Oct. 17-20. 

Salon, Automobile Salcn, Inc., 
Hotel Biltmore, Los Angeles, 
Feb. 9-16. 

Salon, Automobile Salon, Inc., 
Hotel Commodore, New York, 
Dec. 2-8. 

Salon, Automobile Salon, Inc., 
Palace Hotel, San Francisco, 
Feb. 23-March 2. 

San Francisco, Civic Audi- 
torium, Jan. 26-Feb. 4. 

Springfield, Mass., Municipal 


J., Jan. 12-19. 
Grand 


Annual for 1929—Motor World Wholesale. 
Factory Equipment Issue—Automotive Industries. 


Auditorium, Feb. 25-March 2. 
St. Louis, City Market Blidg., 
Feb. 4-9. 
Syracuse, Feb. 4-9. 
Ottawa, Canada, Feb. 4-9. 
Pennsylvania Automotive As- 
sociation, Allentown, Pa., Oct. 
15-16, 
CONVENTIONS 


Automotive Equipment As- 


sociation, Coliseum, Chicago, 
Oct. 22-27. 

National Standard Parts As- 
sociation, Hollenden Hotel, 
Cleveland, Oct. 29-Nov. 3. 

S.A.E. 
Detroit, Book-Cadillac, An- 


nual Meeting, Jan. 15-18. 
Newark, Robert Treat Hotel, 


— Meeting, Oct. 
17-19. 
New York, Annual Dinner, 
Hotel Astor, Jan. 10 
RACES 
BRIE conve ccsecesesecces Oct. 12 





*Will have special shop equip- 
ment exhibit. 








Isotta Moves 


NEW YORK, Sept. 29—Isotta Mo- 
tors, Inc., has moved from 785 Fifth 
Ave. to larger quarters at 119 West 
Fifty-seventh St., where they will pre- 
sent several new Isotta Fraschini mod- 
els of recent importation. 


More Crude Oil Produced 


NEW YORK, Sept. 29—Daily aver- 
age crude oil production in the United 
States for the week ended September 
15, 1928, according to the American 
Petroleum Institute, was 2,504,900 bar- 
rels as compared with 2,494,200 bar- 
rels for the preceding week, an increase 
of 10,700 barrels. 








Aids Porto Ricans 


NEW YORK, Sept. 29—General Mo- 
tors Export Co., through W. D. Sulli- 
van, managing director, cabled J. C. 
Hitchman, general manager, Insular 
Motors, San Juan, Porto Rico, author- 
ity to contribute $5000 to the Porto 
Rican government for relief work. The 
Porto Rican personnel of General Mo- 
tors has been instructed to devoted it- 
self to relief activities. 





Radio Record Reported 


NEW YORK, Sept. 29—General Mo- 
tors Family Party broadcast over the 
radio on July 2 was heard in Perth, 
Western Australia, according to a letter 
received in the New York office of the 
export company from W. D. Hobson, 
General Motors branch manager in 
Perth. 





Motorists Get Speed in Italy 


Paved roads connecting all principal 
Italian cities, and without road-level in- 
tersections, is the highway future as- 
sured motorists in Italy. This system 
of “autostrada,” as they are called, is 


not a dream to be consummated just 
before the arrival of the millennium, for 
a good portion has already been built 
and the other links are under construc- 
tion. 
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Durants Rushed West 


ELIZABETH, Oct. 2—With the an- 
nouncement of the new models of the 
Durant Four and the Durant Six Series 
“60,” Durant Motors had to solve the 
problem of getting these new cars in 
the hands of their dealers in the Mid- 
West so that the showing of new models 
would be made simultaneously all over 
the United States. This movement of 
new cars commenced when a solid train- 
load of seventy freight cars filled with 
new Durants left the Elizabeth factory 
of Durant Motors at Elizabeth, N. J., 
for Chicago. 


Big Automobile Contract 


SEATTLE, WASH., Sept. 29—Au- 
gust Johnson, president of the Trans- 
port Motor Co., of Seattle, Spokane and 
Yakima, and Colin Campbell, vice-pres- 
ident for Willys-Overland, in charge of 
sales, placed their signatures to what 
is believed to be the largest contract 
for the sale of automobiles ever signed 
in this state. The contract calls for 
selling of 10,000 Willys-Knight and 
Whippet cars during 1929, having a to- 
tal retail value of $10,500,000. 





New License Plates 

OLYMPIA, WASH., Sept. .29—AI- 
though the motor vehicle year does not 
begin until December, Charles R. May- 
bury, director of licenses, has received 
first delivery of 1929 license plates. The 
initial carloads of 129,450 and three 
more carloads will complete the order, 
or a total of 450,000 plates. 


Nash in New Building 


CHICAGO, Sept. 28—Removal of the 
Chicago Nash Company to its new 
$1,000,000 building at 2360 Prairie Ave. 
is announced this week by H. T. Hol- 
lingshead, president. The new building 
will house retail sales, showroom and 
service department. The row salesroom 
at 2501 Michigan Ave. will be retained. 





Curtiss Aerocar Organized 


ATLANTA, Sept. 28—Glenn H. Cur- 
tiss, Garden City, N. Y., H. Sayre, Opa 
Locka, Fla., and others have recently 
organized and incorporated the Curtiss 
Aerocar Co. of Florida at Opa Locka, 
Fla. 





Glenny Buick Builds 


NEW ORLEANS, Oct. 1—The 
Glenny Buick Co., Inc., Buick distribu- 
tors in this district, awarded contracts 
recently for a new sales and service 
building to be occupied by the company 
before the end of the year. 


Oldsmobile Dealer Builds 


BROWNSVILLE, TEX., Sept. 27— 
The Valley Oldsmobile Co., distributors 
of the Oldsmobile line in this section 
of the southwestern territory, plan erec- 
tion of a new sales and service building, 
an investment of over $50,000 being 
planned, including equipment. 








Bus and Car Compared 


A loaded truck or bus traveling at 20 
miles an hour employs in proportion 
approximately as much power as does 
an automobile traveling 50 or 60 miles 
an hour. This is, of course, due to the 
veight of the vehicle, according to an 
engineering news bulletin issued by the 
AC Spark Plug Co., which gives some 
interesting information concerning 
trucks and buses. 
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Merger of ‘Trade 
Groups Ratified 


-_———— 


M. & A.M.A.—A.E.A. to be 


Headed by Heminway; 
Ruark Assistant 


(Continued from page 10) 

A special committee of the M. & 
A.M.A. to work with the A.E.A. in 
the organization of the new association 
is comprised of Messrs. McComb, 
Morris, and C. H. Burr, SKF Indus- 
tries. 

M. L. Heminway, general manager 
of the M. & A.M.A. for approximately 
ten years, will be managing director 
of the new association. B. W. Ruark, 
commissioner of the A.E.A., will be 
assisting managing director. 

The new association will continue 
features of the Greater Market Devel- 
opment work of the A.E.A. and the 
Sales Development work of the M. & 
A.M.A. adaptable to the merged organi- 
zation. This work will include the 
annual wholesale trade show of the 
A.E.A,. and participation in the nation- 
al automobile shows at New York and 
Chicago held under the auspices of the 
National Automobile Chamber of Com- 
merce with the cooperation of the M. & 
A.M.A. The credit service of the M. & 
A.M.A., traffic service of the A.E.A., 
participation in the Motor Vehicle Con- 
ference Committee, of which the M. & 
A.M.A. was one of the founders, co- 
operation with other associations in 
the automotive industry and other in- 
dustries and legislative work will also 
be continued. New activities will be 
developed from time to time to provide 
the greatest possible service for manu- 
facturer and wholesaler members and 
to promote the interests of the industry. 

The meeting was presided over by 
J. M. McComb, president of the associa- 
tion, and vice-president of the Crucible 
Steel Co. of America. Mr. McComb 
was chairman of the special committee, 
working with the following associates: 
M. A. Moynihan, Gemmer Mfg. Co.; 
W. B. Ericson, Biflex Products Co.; 
W. T. Morris, American Chain Co.; 
L. A. Safford, McQuay-Norris Mfg. 
Co.; M. L. Heminway, general manager 
of the M. & A.M.A.; George L. Brun- 
ner, Brunner Mfg. Co., and W. L. Al- 
baugh, Thompson Products, Inc., also 
took part in some of the discussions. 
The A.E.A. committee which conducted 
_ the merger negotiations was headed by 
A. C. Storz, Storz-Western Auto Sup- 
ply Co., Omaha, Neb.; with George B. 
Shearer of Gaul, Derr & Shearer Co., 
Philadelphia, and Elton R. Seager, 
Pennsylvania Rubber & Supply Co., 
Cleveland, as his jobber associates. 
Manufacturer ,members were W. C. 
Hecker, Curtis Pneumatic Machinery 
Co., vice-president of the A.E.A., and 
W. S. Isherwood, AC Spark Plug Co. 


Van Norman Builds 
SPRINGFIELD, MASS., Oct. 1—Van 
Norman Machine Tool Co. is erecting 























They Talked With Hoover 


DELEGA TION of American motorists and road builders at Herbert Hoover's 

‘personal headquarters, Washington, D. C. Left to right—front row: Harvey L. 

Cobb, general counsel, American Motorists Ass’n (Motor Acer’s Washington 

correspondent); Charles M. Upham, director general, American Road Builders 

Ass’n; J. Borton Weeks, president, A.M.A.; James J. Whelan, field director, 

Keystone Automobile Club. Back row: Thomas J. Keefe, general manager, 
A.M.A.; G. Adams Howard, vice-president, A.M.A. 











a two-and-a-half stories addition to its 
plant at a cost of $20,000. This will 
take care of an increased business in 
producing machine tools, and special 
machines for grinding automobile 
valves, pistons and ball bearings for 
various uses. 





Reeves to Speak 
NEW YORK, Sept. 28— Alfred 
Reeves, general manager of the Na- 
tional Automobile Chamber of Com- 
merce, will speak on Oct. 15 before the 
Motor Vehicle Dealers Association at 
Allentown, Pa. 


Wilcox-Rich Consolidation 
DETROIT, Oct. 1—Consolidation of 
the Rich Products Corp. and the Wilcox 
Products Corp., to go into effect today 
was approved Sept. 18 in a meeting of 
stockholders. 


Detroit Moon Distributor 

DETROIT, Oct. 2—A. L. Kauffman 
and G. M. Brooks, president and secre- 
tary, respectively, of the Acme Truck 
Sales & Service Co., have formed a new 
company to handle the new Moon- 
Aerotype in Detroit and surrounding 
territory. 


Graham-Paige Wins 

DETROIT, Sept. 29—Switzerland’s 
first international elegance competition, 
held recently at Lucerne, brought 
marked honor to the Graham-Paige, 
which was the only American car to 
win a prize. 

Thirty leading makes of European 
and American automobiles were paraded 
before the board of judges. First and 
second prizes went to custom-built 
European cars, an _  Isotta-Fraschini 
(Italian) and a Martigny (Swiss). An 
eight-cylinder Graham-Paige five-pas- 
senger sedan was third, winning the 
highest award for cars carrying stand- 
ard production bodies. 

In a similar contest at Karlsbad, 
Czechoslovakia, a Graham-Paige took 
the prize in its class, defeating such 
European cars as the Skoda, Horch, 
Isotta-Fraschini, and Tatra. 





Schultz Selling Durant 
OLYMPIA, WASH., Sept. 29—Cap- 
ital Motors Corp., with Henry Schultz, 
president, has been organized here to 
handle the Durant line. Mr. Schultz 
has the distinction of being the oldest 

automobile dealer in this section. 
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Last Quarter to 
Break All Records 


Look for Million Cars to be 
Produced During Next 
Three Months 


(Continued from page 9) 

tle bearing on the general business sit- 
uation, say automobile company execu- 
tives. They point out that Florida, 
which has been hard-hit in a business 
way for the past three years, has not 
been considered a good market for au- 
tomobiles, hence the disaster will not 
reflect nearly as much as if the hurri- 
cane had struck one of the more pros- 
perous sections of the United States. 
Business is reported as generally good 
throughout the rest of the country 
with few bad spots. . 

Stocks of new cars in dealers hands 
or in transit still remain at a minimum 
with a majority of companies and a 
number of makers finding themselves 
in the position where they have many 
more orders on hand than the factories 
can immediately take care of. Reports 
coming in from the field indicate that 
new car sales are still maintaining at 
a level well in excess of a year ago. 
Besides the above condition which 
seems to be quite general throughout 
the industry, it must also be considered 
that Ford is becoming more and more 
a production factor, hence a new rec- 
ord for October, November and De- 
cember seems to be on the books. 

With the unprecedented sale of new 
cars, this year, it stands to reason that 
dealers have taken in many more used 
cars than in previous years, but reports 
also, indicate that there has been a 
good market for this class of vehicles 
with a result that stocks of used vehi- 
cles have been kept in proportion to 
new car movements. There are proba- 
bly two outstanding factors which have 
mitigated to the benefit of the used 
cer situation. The fact that Ford has 
been delayed so long in getting up pro- 
duction in the low-priced market has 
turned many of his prospective cus- 
tomers to used vehicles. Again the 
high employment rate has created a 
good demand for the cheap class of 
used cars by factory workers. 


Budd Wheel Entertains 

PHILADELPHIA, Sept. 28—Budd 
Wheel Company was host recently to 
the semi-annual credit meeting of the 
wheel and rim manufacturers. Repre- 
sentatives were present from Budd, 
Firestone, Kelsey-Hayes, Motor 
Wheel, Cleveland Welding and United 
Motor Service. 

The meeting was held at the Detroit 
Yacht Club, followed by a luncheon, 
after which the entire group was taken 
for a sail down the Detroit river. 











Murray Corp. Elects 
NEW YORK, Oct. 1—The Murray 
Corporation of America, at its annual 


meeting held in New York, elected new 
officials and eight new directors. Among 
the new officers is C. W. Avery, former 
assistant to the president, who becomes 
president, replacing William R. Wilson, 
whose resignation was accepted at this 
meeting. H. O. Barker becomes chair- 
man of the board, A. P. Dowell becomes 
vice-president in charge of manufactur- 
ing and C. H. Widman becomes vice- 
president in charge of sales. 

Newly elected directors include C. W. 
Avery, A. P. Dowell, C. H. Widman, 
H. O. Barker, S. P. Curtis, D. W. 
Gurnett, J. C. Marckley and C. C. Gib- 
son. These, together with Mr. C. Higbie, 
E. A. Potter and K. L. Ames, constitute 
the present board of directors. 





Forms Sales Department 

SPRINGFIELD, MASS., Sept. 29— 
The Van Norman Machine Tool Com- 
pany of Springfield, Massachusetts, as 
of October Ist, is withdrawing from a 
selling agreement with the Van Dorn 
Electric Tool Company and is estab- 
lishing its own selling organization. 

The Van Norman line will consist 
of well-known Van Norman Valve 
Tools and Piston Grinders, plus several 
new items, and will also include dis- 
tribution to the Automotive Trade of 
Stanley Electric Tools and the Stan- 
ley-Atha line of small tools, such as 
chisels, hammers, body repair tools, 
and other items manufactured by the 
Stanley Rule & Level Plant of New 
Britain, Connecticut. 

A policy of restricted distribution 
through jobbers only will be followed. 
A complete sales and service organi- 
zation is already in the field. 

The marketing of these tools will be 
under the direct supervision of Leo 
F.. Hunderup as sales manager. 





$100.00 Reward 


OR the arrest and conviction 

of fraudulent subscription men 
taking orders for the following 
Chilton Class Journal publica- 
tions: Motor Ace, Automobile 
Trade Journal, Motor World 
Wholesale, Commercial Car 
Journal, Operation & Mainte- 
nance and Automotive Industries. 

Recently a man about five feet 
eight inches tall, weighing ap- 
proximately 175 lbs., a good talker 
and a good dresser, has been 
‘victimizing the trade in Colorado, 
Texas, Oklahoma and Kansas. 
His automobile bears license 
number Texas 890-628. He signs 
his name M. L. Collins, T. O. 
Collins and “Hallihan.” He usu- 
ally uses a brown receipt with 
the words, “Subscriber’s Official 
Receipt,” across the top. 

If he should call on you, com- 
plete the purchase transaction 
with him; then turn him over to 
the police and wire the Chilton 
Class Journal Co., 56th and 
Chestnut Streets, Philadelphia, Pa. 
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Hupp Six Winner 
Milan-Munich Run 


Has Flawless Record for Five- 
Day Drive Over Mountain 
Course 


DETROIT, Oct. 2—Detailed accounts 
of a sensational victory scored by a 
Hupmobile Century Six stock car in the 
five-day International Alpine Test over 
the steepest grades of the Alps in Italy, 
Switzerland and Austria, are contained 
in official advices and European news- 
papers just received by the Hupp Mo- 
tor Car Corporation at Detroit. 

The International Alpine Test is con- 
sidered in Europe the most difficult au- 
tomobile durability contest of the pres- 
ent day. It is a post-war revival of the 
old international Alpine drive started 
in 1898 as a bicycle and automobile race 
and for years, until interrupted by the 
World War, was the outstanding event 
of southern Europe’s motoring world. 

The course, from Milan, Italy, to 
Munich, Bavaria, is 1180 miles and 
traverses the highest mountain tract 
in Europe. It crosses such famous 
passes as the Simplon, with an alti- 
tude of 6560 feet, the Furka, 7701 feet, 
the St. Gothard, 7216 feet, and the 
Stilfser, 8053 feet. Heinz Hinterleit- 
ner, who drove the winning Hupp, re- 
ceived the International Alpine Gold 
Cup as a trophy for his feat. 

“The drive took us over the most dif- 
ficult mountain passes with many high- 
ly dangerous curves,” said Hinterleit- 
ner in his report of the race, “but we 
were always under the miximum time 
allowed by the conditions of the test 
and always made the best elapsed time 
of our class, although many of the com- 
peting cars were more powerful.” 





Better Streets in New Cities 


Younger cities, perhaps governed 
less by habit, are making better pro- 
visions for modern traffic than older 
centers of population. 

Los Angeles, a member of the 
younger generation of cities, last year 
established a new record in street build- 
ing by completing and accepting 234 
miles of first class pavements capable 
of economically carrying the tremen- 
dous burden that daily passes over the 
ordinary city street. 





Balloon Output Gains | 
NEW YORK, Sept. 24—Production 
and shipment of balloon tires during 
July continued at a pace above July of 
last year, with production sufficiently 
far ahead so that inventories at the 
end of July exceed those of a year ago. 
Production of high pressure cord tires, 
on the other hand, both casings and 
tubes, was much lower in July of this 
year than a year ago so that inven- 
tories are below inventories of this 
period last year, according to monthly 
statistics of the Rubber Association. 
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Conquerors of Land and Air 


t OL. ARTHUR C. GOEBEL, California’s ace of the air lanes, has purchased a Nash “400” Series Advanced Six 
sedan. The picture shows Col. Goebel (left, center) and Harry J. Tucker just before they left for the recent New 


York to Los Angeles race 











Chevrolet Salesmen Meet 


COLUMBUS, OHIO, Oct. 2—George 
R. Bowder, district sales manager of 
the Chevrolet Motor Co., with head- 
quarters at Cincinnati, was the prin- 
cipal speaker at a get-together meeting 
and breakfast for all Chevrolet sales- 
men in Columbus and suburbs, at the 
Deshler-Wallick Hotel, Sept. 13. The 
salesmen were the guests of the dealers 
and distributors in Columbus. 





New Chevrolet Distributors 


ATLANTA, Sept. 29—The Chevrolet 
Motor Co. announces recent appoint- 
ment of two distributors, both new 
firms, University Chevrolet Co., Tusca- 
loosa, Ala., and the Vidalia Chevrolet 
Co., Vidalia, Ga. 





New Chevrolet Building 


SAN ANTONIO, Sept. 29—Milam 
Chevrolet Co., Chevrolet distributors, 
recently awarded contracts for erection 
of a new sales and service building here, 
cost of which is expected to be approxi- 
mately $100,000. 





Japan Motorizing 

WASHINGTON, Oct. 2—The rapid 
motorization of Japan is reflected in 
registration figures for 1927 showing 
a total of 54,632 vehicles—34,754 pas- 
senger cars and 19,878 trucks and buses 
—the Department of Commerce is ad- 
vised by its office at Tokyo. This rep- 


resents approximately a 28 per cent 
increase over 1926, a 165 per cent in- 
crease over 1923 and a 350 per cent 
increase over 1921. 

The United States supplied approxi- 
mately 81 per cent of a total of 3895 
fully assembled passenger cars and 
trucks imported into Japan in 1927. 





Durant Driveaway 


ELIZABETH, N. J., Sept. 29—The 
largest driveaway of Durant cars this 
year was staged at the Durant plant 
at Elizabeth, N. J., on Sept. 20. Over 
150 cars were driven out on this one 
day by Durant dealers from New 
Jersey, New York and Connecticut 
after a dealer meeting at the plant, 
when new models of the Durant Four 
and Durant Six Series “60” were viewed 
by these dealers for the first time. 





Ray Cleary With Nash 


MILWAUKEE, Sept. 29—Ray 
Cleary, for 20 years associated with 
the Buick Motor Co. in various capac- 
ities, has resigned to accept the position 
of wholesale manager of Nash Sales, 
Inc., Milwaukee, distributor of the 
Nash in Wisconsin and upper Michigan. 
Mr. Cleary became Buick dealer at 
Antigo, Wis., in 1907 and later was 
made district manager, director of re- 
tail sales for the Chicago and Mil- 
waukee branches, and supervisor of 
sales and service. 





Exporting Gas Pumps 

SPRINGFIELD, MASS., Oct. 2— 
Gilbert & Barker Mfg. Co. reports a 
marked increase of foreign orders for 
gasoline pumps. Stanley C. Hope, vice- 
president, has made a three months’ 
tour of Europe and sees improved ex- 
port business due to better roads, es- 
pecially in France. 





Hambly Boosts Highway 


INDIANAPOLIS, Sept. 28—The pro- 
posed Pan-American highway connect- 
ing Canada, the United States and 
South America is more necessary for 
present-day social and economic needs 
than was the transcontinental railroad 
in the early days of this country, ac- 
cording to Frank L. Hambly, export 
manager of the Marmon Motor Car Co., 
who returned recently from an extended 
trip to Central and South America. 





Forest Home Co. Sold 

MILWAUKEE, Sept. 28—One of 
the largest transactions involving retail 
automobile sales that has ever been 
recorded in Milwaukee is the purchase 
by the King-Braeger Co., 718 National 
Avenue, Chevrolet dealer, of the Forest 
Home Chevrolet Co., 875 Forest Home 
Avenue. The consideration amounts to 
$110,000 for the real estate and build- 
ings of the Forest Home company, and 
$150,000 for its stock, equipment, fran- 
chise and good will. 
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Good Business is 
Sloan’s Forecast 


os 


Is .Optimistic on Future. 
Looks for Big Export 
Gain 


( Continued from page 9) 





Conditions in general with General 
Motors at this time are satisfactory. 
At no time have I felt more confidence 
in the future security of the corpora- 
tion’s position from every standpoint. 
Earnings are proceeding at an excellent 
rate. For the first nine months of this 
year they will exceed those of the en- 
tire year 1927, therefore, it appears 
reasonable to suppose that we should 
report this year the largest earnings 
in our history. 

Stocks of General Motors cars in the 
field are relatively the smallest that 
they have been at this season for many 
years past. As a matter of fact, in some 
lines there is a shortage which is handi- 
capping us. Our new series of cars 
recently announced—Cadillac, LaSalle 
and Buick—are taxing the capacities 
of their respective plants. The favor- 
able reception that Buick has received 
has forced up production to over 1300 
cars a day—a new record. Cadillac 
and LaSalle have been especially well 
received, particularly the new trans- 
mission and braking system. New 
records for production are being estab- 
lished by the Cadillac plant, yet de- 
mand is in excess of supply. A new 
Oakland model will be announced in 
about three weeks, which I feel sure 
will be well received. The trend may 
be judged by the fact that retail sales 
of General Motors cars for the first 
eight months are 26 per cent ahead of 
the corresponding period last year. As 
a matter of fact, retail sales of all im- 
portant manufacturers in the automo- 
tive industry have continued through 
the summer at an exceptionally good 
rate. In view of the above it is very 
evident that there is reflected a general 
state of prosperity for industry in 
general, especially in view of the fact 
that practically all sections of the coun- 
try are contributing to the general re- 
sult. 

(Continued on page 17) 





Bliss & Co. Dividend 

E. W. Bliss & Co. has declared reg- 
ular quarterly dividends as follows: 
25 cents on common, $1 on first pre- 
ferred, 8742 cents on second preferred 
and 75 cents on second preferred 
Class B, all payable Oct. 1 to holders 
of record Sept. 18. 


Saf-T-Cab Orders Auburns 
CLEVELAND, OHIO, Sept. 29—One 
of the largest individual orders ever re- 
ceived by an automobile company has 
been placed with Auburn by the Saf-T- 
Cab Corporation of Cleveland for Saf- 
T-Cabs. 











G. M. of P.-A. 
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A.J. Chanter 
R. CHANTER, newly 
made first vice-president 
and general manager of Pierce- 
Arrow Motor Car Co., has 
been associated with transpor- 
tation of some type since his 
entrance in business. In 1912 
he became a road tester for 
Studebaker and since then has 
been continuously in Stude- 
baker service in various de- 
partments. 

















Vice-President 














B. H. Warner 
E has been appointed vice- 


president in charge of 
manufacturing of the Pierce- 
Arrow Motor Car Co., and has 
‘been associated with Stude- 
baker practically throughout 
his career. 











Collings Represents Leco 


CHICAGO, Sept. 29—C. J. Collings 
of Cleveland, former district manager 
in the East for the Biflex Bumper Co., 
of Waukegan, IIll., and earlier with the 
Pennsylvania Piston Ring Co. of Cleve- 
land, has been appointed district man- 
ager in the Eastern States for the Lubri- 
cating Equipment Company of Chicago, 
manufacturer of the “Leco Automaton” 
top cylinder lubricator. 
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Ball Game Boosts 
Sale of Cars 


Overland-Knight Co. of 
Buffalo Rewarding Two 
Salesmen 


BUFFALO, Oct. 1—Allen T. Mc- 
Kay, general manager of the Overland- 
Knight Co., 1253 Main Street, an- 
nounces that two of his salesmen are 
going to the World Series at the ex- 
pense of the company. In addition to 
paying the regular bonus which has 
been so popular with the men, and 
which has been responsible for their 
setting a record of a car sale every two 
hours in the Main Street store for the 
past 90 days, Mr. McKay has offered 
a free trip to the World’s Series to the 
two men who sell the greatest number 
of Willys-Knights and the greatest 
number of Whippets respectively dur- 
ing August and September. Each man 
on the sales forces represents a team 
in either the National or American 
League. Fred R. Boyce is sales man- 
ager and will personally direct the ac- 
tivities of the Willys-Knight boys. W. 
J. Chown, assistant sales manager, will 
assist the Whippet boys. Each sales- 
man will be given credit for varying 
numbers of points representing calls, 
interviews, sales, etc. His friends will 
be the members of his team and fur- 
nish him with prospects. The schedule 
changes every week. In other words 
each team plays a different team each 
successive week. As in the big leagues, 
runs win the games. A sale is a run. 
The men and the teams they represent 
are as follows: 

National League—Boston, Mattingly; 
Brooklyn, Hey; Chicago, Buck; Cin- 
cinnati, Mahoney; New York, William- 
son; St. Louis, Kinney; Pittsburgh, 
Gardner. 

American League—Chicago, Brown; 
Cleveland, Maul; Detroit, Ebert; New 
York, Weber; Philadelphia, Gomez; St. 
Louis, Gueth; Washington, Fredrick. 
Each salesman is anxious to have all 
his friends help him by giving him 
prospects that he may have a free trip 
to the World Series. 

With the used car the Overland- 
Knight has a crew of about 20 sales- 
men. 





Williams Visits G. M. 
NEW YORK, Oct. 1—George Wil- 
liams, supply manager of General Mo- 
tors South Africa, arrived in New York 
Sept. 29 on S/S New Amsterdam for 
a short visit to the home office and 
General Motors factories. 





Baltimore Peerless Agency 
BALTIMORE, Sept. 29—The South 
East Motor Corp. has been organized 
to take over the distributorship of the 
Peerless in Baltimore and vicinity. Joe 
R. Cook is local manager. 
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Pavements Save 
Missouri’s Cash 


Increased Automobile Receipts 
Cut Car Costs Over $50 
a Vehicle 


The high cost of neglecting to build 
roads is forcibly pointed out in Mis- 
souri’s annual highway commission re- 
port. In 1920, during the height of the 
bad roads era in that state, the limited 
mileage of improved highways saved 
the motorist only 97 cents yearly on the 
average. In 1927, after the completion 
of a goodly portion of Missouri’s sen- 
sible road plan, the saving per vehicle 
owner through lowered automobile 
operating costs was $74.59, or more 
than $50,000,000 to all motorists. 

But the story gets more interesting 
when it is related that in 1920 the 
Show-Me motorist was paying $7.11 in 
motor vehicle taxes with a very small 
comparative return, while in 1927, with 
gas and vehicle taxes averaging $21.29, 
the return, because of improved high- 
ways, was 3% times. By spending more 
money on a really comprehensive and 
all-embracive road system Missouri 
accomplished a tangible road saving. 

The motor-car owning public in Mis- 
souri through the passage of a $60,000,- 
000 bond issue which speeded up the 
highway program three years has been 
saved $100,000,000 in that period, states 
the report. That is to say, if the roads 
had been neglected for these three years 
the extra travel cost would have 
amounted to that enormous figure. 


C.A.T.A. Outing 
CHICAGO, Sept. 29—Chicago Auto- 
mobile Trade Association members 
Tuesday held their annual outing at 
Grand Beach, Michigan. Golf and 
horseshoe tournaments were held for 
prizes and the big annual banquet in 

the evening topped off the day. 
One of the largest gatherings in the 








history of the association was carried 


on special trains from Chicago Tues- 
day morning and returned Wednesday 
morning. 

W. E. Butler was general chairman 
in charge of the festivities, aided by 
George C. Norwood, Elmer Rich, W. L. 
Beckley and Harry Fowler. O. G. Hef- 
finger is president of the association, 
H. A. Wehmeier is secretary and 
Thomas J. Hay, treasurer. Directors 
include C. E. Gambill, George H. Bird, 
C. R. Dashiell, J. R. Histed, Lafayette 
Markle, R. C. Tiffy and T. J. Rochford. 





Sloan Forecasts Good Trade 

(Continued from preceding page) 

[ appreciate that stockholders have 
in mind the possibility of some read- 
justment in the corporation’s capital 
Structure, perhaps in the regular divi- 
dend rate, at the forthcoming meeting 
in November. Nothing has been de- 
termined or seriously discussed as yet 
and it is unlikely that the matter will 


be given attention for still another 
month. However, it is reasonable to 
suppose that the directors will follow 
the precedent already established of so 
rearranging the corporation’s capitali- 
zation that the shares may be popular- 
ized to a reasonable extent in order 
that the stockholders’ list may be ex- 
panded. It is to the interest of any 
corporation to enjoy broad distribu- 
tion of its securities. It is also not in- 
consistent with this thought that such 
a readjustment might carry with it an 
increased regular dividend payment. 

So far as General Motors is con- 
cerned, I look forward to the balance 
of the year and into next year with 
confidence. 





Harry Hartz Hopeful 


BOSTON, Sept. 27—Manager H. 
Kirby Shellaby, of the Rockingham 
Speedway, at Salem, N. H., has re- 
ceived a letter from Harry Hartz, in 
which the popular driver states that he 
hopes to be among the entries here 
Oct. 12 in the annual fall races. 

Hartz was smashed up badly last 
October, and for three months was in 
the Lawrence General Hospital, and for 
another month in the Massachusetts 
General Hospital in Boston. Going to 
California he entered a hospital there 
where another operation was performed 
and some time ago his leg was taken 
out of its cast. He says he is looking 
forward to be sitting behind the wheel 
of his car as his leg has entirely healed. 
Many thought he never would be able to 
drive again and his recovery will be 
welcome news. 


Hutchinson Goes. Abroad 
NEW YORK, Sept. 27—B. E. Hutch- 
inson, vice-president and treasurer of 
Chrysler Sales Corp., sailed recently 
for a business trip to Europe. 
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Marmon Engineers 
Drive to Coast 


Demonstrate Economy and 


Speed of Modern Motor 
Transportation 


INDIANAPOLIS, Sept. 28—Assum- 
ing the role of a party of everyday 
tourists or travelers during a 2412-mile 
trip to Los Angeles, four members of 
the Marmon experimental engineering 
staff have completed a journey during 
which they demonstrated the growing 
value of the modern. motor car for long 
distance travel, not only from the 
standpoint of speed and comfort, but 
economy as well. 

The expenses of the Marmon party 
were, in fact, only about one-fourth the 
total estimated cost by train for four 
people who allow for overnight stops 
in comfortable hotels rather than con- 
tinuing railroad travel day and night. 

Only 1 qt. of water was used on 
the journey although the “68” sedan 
with four passengers was driven over 
the southern route to the coast which 
includes travel in desert and mountain 
regions as well as over almost every 


conceivable kind of roadway. 





Hupmobile Big Game Hunt 


VANCOUVER, B. C., Sept. 28—What 
is known as the Hupmobile big game 
hunt is being staged by the Hupmobile 
representatives at Vancouver, Victoria 
and Kamloops, B. C. They have in- 
vited S. L. Savidge, Hupmobile distrib- 
utor of Seattle, and Gene Hatton for a 
three weeks’ hunting trip in Canada 
north of Jasper’s National Park. 





[N outboard motor contests this season, Joseph Zubaty, of Flint, was a 


consistent winner. 


He took first place in both Class “C” and the Free-for- 


all races at Bay City, one of the most important Michigan races. Mr. 
Zubaty, as you probably know, is chief engineer of the AC Spark Plug 
Company 
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Trade, Generally, Shows Improvement 











Los Angeles 
OUTHERN California sales held up well 
in September, although total may go 
slightly under the same month last year. 
There is a good demand for used cars and 
distributors expect reasonably good busi- 
ness during the remaining months of the 
year. 
The truck market is improving. 


Chicago 
ETAIL sales of automobiles in Chicago 
continued in September the record 
pace set in July and August. Dealers’ 
stocks on hand are low and used car stocks 
are regarded unusually scant considering 
the period of the year. 





Cincinnati 


OTOR car sales during the last quar- 

ter will show a decided increase over 
last year and bring the total for 1928 well 
over 1927, despite the bad spring. Used 
car inventories, in the cases of most deal- 
ers, are declared to be lower than ever be- 
fore. 





Seattle 


AR SALES for the month of September 

were about even with those of last 
month, and ten per cent ahead of sales for 
September, 1927. Sales for the first nine 
months, however, will be approximately 
14 per cent off for the same period of 1927. 
The past month has seen a big increase 
in local Ford deliveries. 


New York 
OLLOWING eight months of almost 
record trading, automobile sales in this 
territory have struck the seasonal fall 
slump in more than a usual degree. 

Sales for the first week in September, 
the only figures available as yet, amounted 
to 2837 vehicles as compared with 1158 for 
the corresponding period last year. 


Detroit 


OLD weather during the past two weeks 
of September has tended to slow up 
car sales in Michigan, though reports indi- 
cate that deliveries are keeping ahead of 





the rate maintained a year ago. Used car 
stocks are heavy and many dealers are 
putting forth extraordinary effort to reduce 
them. 





San Francisco 
ALIFORNIA’S sale of all classes of 
automobiles for August, 1928, not only 

exceeded the sales of August, 1927, by 26 
per cent, but were the heaviest of any 
month in the last 12 months, according to 
figures compiled by motor registration 
news. 





Cleveland 


UTOMOTIVE sales in this district are 

somewhat ahead of the record in 1927, 
despite a sharp decline in September. 
Lower stock of used cars are reported. 
Dealers anticipate that the next three 
months’ business will be under the mark of 
July, August and September, but consider- 
ably better than the last three months of 
1927. 





Denver 


EPTEMBER in Colorado shows a varia- 

tion in business among dealers in 
various makes. Ford demands are tremen- 
dously ahead of production, and dealers in 
general are talking deliveries in from six 
to eight months. Other light cars report 
unusually good sales, but light trucks have 
not had their usual fall demand, owing to 
deplorable farm conditions. 


Milwaukee 


ASSENGER car trade looks for an 

active demand during the remaining 
months of the year, and the outlook is con- 
sidered more promising than it was last 
year and two years ago as well. General 
business conditions here are considered 
very favorable. 





Atlanta 

EALERS say there has been little 
D change in automobile conditions in 
this district the past month. September sales 
are again larger than the same month last 
year. Lower-priced cars are selling unu- 
sually well and medium-priced good, and 
higher-priced fair. Dealers look for some 
decline in sales this fall compared with 
summer business. 




























Boston 

EALERS in Boston did not expect to 

have the business increase that mark- 
ed July and August continue through to 
the end of the year, They looked for a 
slowing up about the middle of July with 
a gradual drop through August. Instead, 
sales continued better. September was 
good for the first 10 days. Since that time 
it has been appreciably slow. 





Dallas 


ITH a $500,000,000 cotton crop being 

marketed in Texas during September, 
October and November and the financial 
situation better than it has been for some 
time, automobile dealers and jobbers are 
not anticipating any great slump in busi- 
ness during the final quarter of the year, 
other than the usual hesitation attendant 
upon approach of the new models. Retail 
stocks are normal. 





Kansas City 
HERE has been a slight recession in 
automobile sales in Kansas City in Sep- 
tember, compared with August and July, 
but still are better than last year. The 
falling off is reported by dealers whose 
lines are without new models in the last 
few months. Every indication points to 
an unusual fall and early winter business. 





St. Louis 


ETAIL dealers did a snappy business 

during the month. Used cars also sold 
well and stocks of new cars were reduced 
considerably. September business has led 
dealers to anticipate a continuation of the 
buying tendency at least until the middle 
of December. 





Minneapolis 

UTOMOBILE business is on the gain. 

Business is an average of 20 per cent 
better than a year ago. More cars are be- 
ing bought for cash, the first spring deliv- 
ery order in about three years is noted by 
some dealers, the used car situation is on 
a good basis. The prospects are good for 
a fall and winter sale of cars. 
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Pierce-Arrow Co. 


Adds New Truck 


R-G Model With Extra Large 
Load Capacity Sells for 
$5,950 


BUFFALO, Oct. 1—Announcement is 
made this week by the commercial car 
division of the Pierce-Arrow Motor Car 
Company of a new heavy-duty unit, the 
Model R-G truck. The new model has 
one of the largest load capacities of 
any truck on the market. 

Under the Pierce-Arrow plan of 
rating, the new truck has a vehicle 
gross weight rating of 36,000 pounds. 
The chassis will sell for $5,950 at Buf- 
falo. It will be made in two wheelbase 
lengths, a standard length of 14 ft. and 
a tractor size of 12 ft. Both of these 
lengths are particularly adapted for 
maneuvering within narrow confines. 

The vrimary features of the new 


Model  .-G consist of ability to haul 
huge lc. ‘ normal speeds, maximum 
streng’ ulling out of steep de- 
elines an sspecially sturdy chassis, 
yielding imum perfermance under 


the most severe operating conditions. 

The new Model R-G is the develop- 
ment of Pierce-Arrow truck engineers 
of a truck for the needs of a group 
of New York sand and gravel opera- 
tors, leaders in the industry, that re- 
quired a heavy, serviceable truck that 
would haul 10-ton loads with economy 
of operation and the best performance. 
A fleet of 31 Model R-G trucks has al- 
ready been sold to Lanigan Bros., Inc., 
of New York City and some of the 
new units are now on their way east- 
ward to fill this big order. 





Free Ferry Service 


MEMPHIS, TENN., Sept. 29—Free 
ferry service across the Mississippi 
River from Memphis to Arkansas was 
instituted Sunday by the state, pending 
repair and reopening of the Harahan 
Bridge, part of the floor of which 
burned Sept. 15, in the afternoon. 


Graham Sails 


DETROIT, MICH., Sept. 29—Robert 
C. Graham, vice-president and in charge 
of sales of the Graham-Paige Motors 
Corp., accompanied by Mrs. Graham, 
is sailing on the Ile de France Sept. 28 
to attend the automobile shows in Paris 
and London, and to make a study of 
conditions and potential possibilities 
throughout Europe for 1929. 








Weber Gets “Y” Appointment 
ST. LOUIS, Oct. 2—George Weber, 
veteran automobile executive, was re- 
cently appointed a member of the 
Board of Governors of the Y.M.C.A. 
School of Commerce. Weber has been 
active in Y.M.C.A. work for a number 
of years, having helped to develop the 
Automobile School and School of Me- 
chanical Trades operated by the “Y.” 
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Snakeskin Trim Newest Idea 


H. ERE we have an example of. one way in which Stutz Motor Car 
Co. of America, is utilizing the new snakeskin trim. This material, 
in addition to its excellence of appearance, is long wearing 








George Weber is one of the best 
known automobile men in the Middle 
West. The Weber Implement & Auto- 
mobile Co., Hupmobile distributor, of 
which he is president, was organized 
25 years ago to handle Studebaker cars. 
He served two terms as president of 
the St. Louis Auto Dealers’ Association 
and is president of the Auto Dealers’ 
Salvage Co. 





AC Twentieth Anniversary 


FLINT, Sept. 29—AC Spark Plug 
Co. observed the twentieth anniversary 
of its establishment in Flint on Sept. 
23. Starting as a spark plug manufac- 
turer in a part of the Buick Motor Co. 
plant, the company has expanded under 
the late Albert Champion, founder and 
first president, and B. W. DeGuichard, 
now president and general manager, to 
a producer of 200,000 spark plugs daily, 
12,000 speedometers, and one of the 
industry’s largest producers of other 
accessories and equipment. 





Agencies Combine 


NEW YORK, Sept. 28—Effective 
September 15, George Batten Co., Inc. 
and Barton, Durstine & Osborne adver- 
tising agencies have combined and will 
hereafter be known as Batten, Barton, 
Durstine & Osborne, Inc. The main 
office will be 383 Madison Avenue, with 
branches at Chicago, McCormick Bldg.; 
Buffalo, 220 Delaware Avenue, and Bos- 
ton, 10 State Street and 30 Newbury St. 





Bridge Repair at Wash. 


Motorists traveling the historic Poto- 
mac River Highway Bridge connecting 
the District of Columbia and Virginia 
will no longer be introduced to the na- 
tion’s capital by violent shakings and 
broken springs as formerly. Workmen 
are busy cutting away %-inch steel 
plates which served as a bed for the 
asphalt top covering of the bridge road- 
way and substituting in their place a 
wood floor seven inches thick made up 
of 3 in. by 7 in. stringers laid on edge 
over which will be a 2-inch surface 
layer of asphalt. 


Says Women Are 
Motorwise Now 


Executive Traces Much of 
Sales Growth to Know- 
ledge of Cars 





A noticeably large proportion of all 
Chrysler cars sold are going to feminine 
drivers, says J. W. Frazer, Chrysler 
and Plymouth sales manager. They are 
bought, he says, in line with the grow- 
ing trend of having a second car in the 
garage for women members of the 
household. He ascribes a considerable 
share of the great popularity of the 
lower-priced Chryslers and the Ply- 
mouth to this second car habit, point- 
ing out that roadsters, coupes and two- 
door sedans in these models are especial- 
ly popular with women. 

“Style transcends every other factor 
in its appeal to the feminine buyer,” 
Mr. Frazer declares. 





Hillman Entertains 

PITTSFIELD, MASS., Oct. 1— 
Studebaker owners and members of 
their families to the number of more 
than 400 were entertained by F. H. 
Hillman, senior member of the firm of 
F. H. Hillman & Co., Studebaker dealer, 
at his big farm on the Hudson in 
Washington County, N. Y., Sept. 23. 
The party gathered at the salesrooms 
and drove to the farm, where a picnic 
was enjoyed. 





Canadian Production Up 

WASHINGTON, Oct. 2—August pro- 
duction of automobiles in Canada, as 
reported to the Department of Com- 
merce by the Dominion Bureau of Sta- 
tistics, totaled 24,274 passenger cars 
and 6971 trucks. This compares favor- 
ably with a July production of 20,122 
passenger cars and 5104 trucks, and 
with a production in August, 1927, of 
10,1389 passenger cars and 2387 trucks. 

















































Motor Age 


(Care in Hiring] 


| SERVICE station 

/ owner spent four 

days selecting a 

dog. He looked at 

a dozen before he found the 

one he wanted. Finally he 

made the purchase and re- 
turned to his office. 

His service superintendent 
wanted him to pass on the 
qualifications of an applicant for a posi- 
tion as head of the battery department. 
A hurried glance at the application, 4 


few words with the man and he was 
hired. 

Greater inconsistency could not be 
imagined. 


Within the service station are positions with widely 
varying requirements. In every organization there 
must be a service manager, or one who, in the smaller 
shops, performs the duties of a service manager along 
with other work. In this man must be found organi- 
zation and administrative ability. He must possess 
leadership, good judgment and broadmindedness. Ini- 
tiative is also essential in order that his department 
will develop. It goes without saying that he must be 
truthful and honest. There is no such thing as being 
honest with the boss and dishonest with customers. 
Gne is either honest with both or neither. With the 
other characteristics a pleasing personality is impor- 
tant. An understanding of psychology—which is noth- 
ing but an understanding of human nature—is desir- 
able because it enables the service manager to get 
the desired results both from his men and from the 
customers—merely by approaching them in the right 
manner. 

It is also important that he know local conditions. 
The service manager should also have a good general 
mechanical knowledge and above all he should be a 
business man. 

Impossible to get all of this in one man? Not at 
all. Our industry has many such, but they are not 


—_ C 


“I Can’ t Get Good Men— 


HE author of this article, who as service 

manager has had as many as 85 men in 
his employ at one time, believes that get- 
ting good help is largely a matter of hiring 
and training. It is his opinion that, despite 
the all too common complaint of inefficiency, 
there are more able mechanics today than 
there ever were. Articles in succeeding is- 
sues will take up other phases of service 











Here’s a New Slant on 
the Personnel Problem 
of Service Station 
«Management 


oat 





station management. Watch for them. 


drifting around looking for 
jobs and the shop owner 
who needs a good service 
manager must be willing to 
invest the price and even 
then he may look long to find 
his man or be forced to take 
a desirable man from the 
ranks and train him for the 
job. 

This latter procedure has been adopt- 
ed- by many shop owners, who have 
found that it simplifies the problem of 
getting men for advanced positions and 
does much to keep employees contented, 
Where the practice is followed the em- 
ployees are quick to sense the justice of the organiza- 
tion and are satisfied with their jobs, feeling as they 
do, that advancement will come to them instead of 
their being held down by outsiders who are hired for 
the better positions. 

With regard to getting new employees of the better 
class, where may one look? 

Possibly your organization has attracted applicants 
whose names are on the waiting list for openings. 
First consideration might properly be given to these 
for the reason that they have actually sought the job. 
They evidently have a real desire to connect with 
your organization and, provided they have the neces- 
sary qualifications, will probably make permanent em- 
ployees. 

Your shop men frequently know of those who are 
qualified to fill certain vacancies and who would be 
glad to work for you. Provided the friendship is not so 
close as to result in an overstatement by your present 
employee regarding the ability of the prospective em- 
ployee this source of labor is a good one. One thing to 
watch out for, however, is the possibility of hiring those 
who are so intimately acquainted as to waste your time 
in idle gossip. The hiring of close friends or relatives 
of the foreman or service manager is dangerous. The 
old employees will anticipate that the newcomers will be 
favored and even if they are not so favored, the sus- 
picion will still exist in the other workers. One of the 
most inefficient shops that I ever saw was staffed en- 
tirely with school friends of the owner and relatives of 
his wife. It was a money loser. 

Many a worthy mechanic had his early training in a 
trade school. 

Whatever the source of the new employee, ‘his first 
contact with the new organization will determine to a 
large extent his future value. Any indication of laxness 
on the part of the employes at the time of the interview 
will tend to make him lax. Any lack of care in investi- 
gating his credentials will be likely to make him care- 
less about his work and will reduce his respect for his 
new job. In this connection the use of a formal written 
application blank will be advantageous. It not only 
serves to impress the applicant with the thoroughness 
of the organization, but, properly used, serves as 4 
valuable source of information for the employer. It is 
rot necessary to have an elaborate application blank. 
Almost anyone can draw up a form that covers the main 
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points and have a number of them typed, or run some 
off on a duplicating machine. 

Of course such items as the applicant’s name, address, 
telephone number, age, education, experience, whether 
married or single, and the number of dependents will 
probably be desirable bits of information. At least 
three references should be obtained. These should in- 
clude the last three employers for whom the applicant 
has worked. I have found that recommendations that 
an applicant carries with him are usually not worth the 
paper they are written on. The best way to get the 
proper information is to do your own investigating. 

One instance of failing to investigate an applicant 
comes vividly to mind. A clean looking and most agree- 
able chap applied for work one day. He had his tools 
with him and seemed very well informed on the make 
of car in which we specialized. His calloused hands 
and ability to answer all questions seemed ample evi- 
dence of his worth. We had him fill out an application 
that we might check up on him—but we never did. 

Several months passed. He was doing good work. 
Finally he was placed in charge of several men who 
specialized in reconditioning used cars. In addition to 
being a hard worker he made a good “straw boss” and 
we thought we had a “gold mine.” The error was that 
it was his gold mine—not ours. It all came about a 
few days before Christmas when his wife called and 
explained that her husband was sick. Of course we 
were sorry and advanced him several days’ pay. A few 
days later the Christmas bonuses were made up and I 
decided to give this man his in advance because of his 
apparent dire need. 

On arriving at his house I found it occupied by a 
detective who was trying to trace him. He was a 
“tence” for stolen cars. When he left we immediately 
noticed a dropping off in the number of tires and other 
articles required by our used car department. 

In checking up on references it is your job to make it 
as easy as possible for the former employer to reply. 
This means that the inquiry should be made in such a 
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Although this service station 

owner spent four days in 

selecting a dog, he spent 

four minutes in hiring a 

man for an important posi- 
tion 





way that the answer needs merely the checking and 
signing of a sheet. A stamped return envelope should 
be enclosed. 

It seems but human nature not to knock a man. While 
that may be a virtue it may be carried too far. If an 
employee has left for cause it is only fair to let future 
employers know the cause. 

As previously mentioned, full reliance should never be 
placed in references. A capable service manager can 
tell in a brief interview about what a man can do. Un- 
fortunately some of the poorest men put up the best 
“front” when seeking a job, but a fair kit of tools, hands 
that show signs of hard work, and a concise and busi- 
nesslike way of answering questions are generally the 
signs of a good mechanic. 

As the foundation of any business is its personnel, the 
greatest of care should be exercised in selecting employ- 
ees. And after they are selected nothing should be done 
that will let them conclude that anything but the best 
and most carefully performed work is good enough. The 
care and attitude of the management have much to do, 
not only with the selection of the right kind of help but 
in keeping the help right. 

It is a striking fact that many of the best service 
managers have been recruited from the personnel of 
the repair shop. I have in mind two who have at- 
tained considerable reputation. Both are in great de- 
mand as speakers at conventions and have traveled over 
a considerable portion of the continent addressing vari- 
ous gatherings on the way in which profits may be made 
from the service station. Both of these men and others 
like them were picked from the ranks of mechanics as 
being worthy. They went through the various jobs of 
the shop and today are among the best that the industry 
has. 

Before looking outside of your shop for that service 
manager, may I suggest that you carefully consider the 
men in your employ. There may be a potential service 
manager among them who is now holding down a very 
ordinary job. 
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Less Than $3,000 


That’s the Average 
Pay for (ar 


Salesmen 


UTOMOBILE dealers who have been dissatisfied 
with the quality of salesmanship exhibited in 
their organizations may be interested to learn 

that recent surveys tend to show that the average auto- 
mobile salesman earns considerably less than $3,000 a 
year, which on current standards is rather low. Figures 
of this character offer a valuable basis for comparison. 
But the same studies also make it clear that there 
is plenty of opportunity for able men to earn an ade- 
quate return for their efforts at selling automobiles, 
indicating that what is necessary is not an indiscrimi- 
nate advance in the compensation of salesmen, but bet- 
ter incentives and better management, to the end that 
men qualified to do the job properly will be attracted 
and held. It is the 
rapid turnover of men 


tained from other studies. The averages obtained, fur- 
thermore, are not likely to be too low, since it is reason- 
able to assume that the better type of dealer, with the 
best paid salesmen, would be most apt to have figures 
of this character readily available for reply to a 
questionnaire. 

By way of obtaining a better idea of compensation 
in the small towns, a personal canvass was made over 
a large section of Pennsylvania, and this tabulation is 
also presented herewith. As might be expected, the 
average in the small town dealerships is somewhat lower, 
but this is due to the scaling down of the “highest” 
classification rather than the “lowest.” In a small 
dealership the proprietor is usually the star salesman. 
The fact that the lowest paid men average higher com- 
pensation than those similarly situated in the cities is 
probably due to the greater stability of employment. 
The floater class of salesman is largely confined to the 
metropolitan areas. 

The grand average for large and small points covered 
is, lowest, $1,863.83; highest, $3,807.74, and average, 
$2,490.52. 

Another analysis, that of the Newark Automobile 

: Trade Association 
covering 21 dealers in 
































improperly selected, the Newark area, 
insufficiently trained ' showed an average re- 
and paid on unsound Report of Salesmen S 1927 Incomes turn for all salesmen 
compensation systems last year of $2,945, 
— - the core of the RF rom 34 Dealers which is reasonably 
problem. | close to the figures 
The surveys were City Salesmen Lowest Highest Average obtained in the 
undertaken by MOTOR Denver .......... 7 $1,383.02 $3,429.68 $2,606.88 broader surveys. 
AGE and other Chilton ee 2 1,200.00 4,500.00 2,850.00 
ie “ Smmiiina Salt Lake ....... 15 1,570.80 4,072.68 2,576.76 The Newark study 
ass , ' New York ....... 15 3,188.68 4,358.61 3,850.40 sheds some valuable 
lications in the en- Olympia (Wash.) 5 1,185.00 1,950.00 1,545.00 light on the important 
deavor to uncover Rochester ....... 9 1,100.00 4,600.00 1,600.00 matter of turnover. 
some of the facts in Buffalo pesescsoes 10 1,500.00 3,600.00 2,500.00 Although 428 sales- 
=: niheaitas tien te ea, Binghamton ..... 4 1,164.00 2,652.00 1,548.00 
| Atlanta ......... 10 1,500.00 5,200.00 2,800.00 men were employed 
ing widely discussed St. Louis ........ 22 1,500.00 6,600.00 2,600.00 during the year, only 
by factory executives, Des Moines ...... 5 1,175.00 3,745.00 2,755.00 116 of them stayed in 
a few of whom have ee 6 1,300.00 6,700.00 2,821.00 the same place the full 
developed figures Miami ........... 6 3,000.35 3,758.74 3,100.00 od light] 
inna nts geil Boston .......... 12 2,100.00 4,400.00 2,800.00 period, or signtly 
wing pen- Birmingham ..... 11 1,708.71 3,809.30 2,719.52 more than 27 per cent. 
sation of dealers han- New Orleans .... 12 1,000.00 4,000.00 2,000.00 Naturally those who 
dling their own lines Cleveland ....... 10 1,926.00 3,695.00 2,225.00 pene d bet- 
“ae pean pets St. Paul ......... 8 2,109.00 3,465.00 2,617.00 os aes 
a seadiirs 10 2,486.96 3,426.74 3,054.63 ter compensation. For 
to know directly con- Roanoke ......... 6 1,200.00 2,600.00 1,750.00 the 16 Newark deal- 
ditions in competing Seattle ...... ioe Ce 1,800.00 4,172.00 2,077.00 ers selling medium 
lines. Mobile ........... 3 1,200.00 3,000.00 1,800.00 . 
wali Birmingham ..... 20 1,000.00 2,400.00 1,800.00 and low-priced cars, 
One of the accom- Minneapolis ..... g 600.00 3,600.00 1,500.00 the permanently em- 
panying tables shows Los Angeles ..... 30 sien atlas 3,336.00 ployed salesmen aver- 
payment last year to San Francisco ... 20 3,130.63 7,382.91 3,600.00 aged $3,407; and for 
i. sel at Bs Charlotte ........ 7 1,450.00 4,400.00 2,150.00 on, oe Dciiemis selling 
eal amcedieil tle Kendalville, Ind.. 2 500.00 1,400.00 950.00 : 
ealers 1 Boston .......... 15 1,200.00 7,000.00 1,800.00 higher priced cars the 
many cities. The rep- I ia elie 10 1,750.00 6,495.00 2,681.00 permanently employed 
resentation is not ee BES ccccccss 8 2,500.00 7,500.00 3,725.00 men averaged $5 261 
St. Louis ........ 25 1,800.00 3,600.00 —* 
large numerically, but : a The latter figure is 
se eaeal einai eae, Dayton .......... 12 1,750.00 5,700.00 2,750.00 
Philadelphia ..... 30 4,000.00 14,000.00 6,000.00 almost double the av- 
torially, and as will eae erage for the men 
be shown, the result Average ...... $1,690.24 $4,683.29 $2,558.47 who quit or were with 
checks remarkably | the dealer less than a 
close with those ob- year. (Earnings for 
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| Compensation of Salesmen for Small 
Ml Town Dealers 
City Salesman Lowest Highest Average 
West Chester, Pa. .... 6 — $600 $2,500 $1,500 
West Chester, Pa..... 1 3,390 3,390 3,390 
a) Doylestown, Pa. ...... 2 1,800 2,400 2,100 
Easton, Pa. .......... 6 3,200 4,200 3,675 
- Doylestown, Pa. ...... 2 1,700 2,300 2,000 
. i TR os ccecceves 3 1,500 2,700 2,250 
. ere 1 2,300 2,300 2,300 
. eS 2 1,800 2,150 1,975 
s By John ‘. Gourlie Rising Sun, Md. ...... 1 1,550 1,550 1,550 
a | Sa 2 1,500 2,000 1,750 
Be ci nxwneses 2 1,750 2,000 1,875 
n Downingtown, Pa. .... 1 1,800 1,800 1,800 
oC eD Coatesville, Pa. ...... 2 2,374 2,949 2,662 
r Lancaster, Pa. ........ 10 2,000 5,000 3,200 
s Lancaster, Pa. ....... 1 3,500 3,500 3,500 
e P Coatesville, Pa. ...... 2 1,750 2,100 1,925 
men employed less than a year are adjusted Lancaster, Pa. ........ 4 1,000 2,500 1,750 
~ to a yearly basis.) Coatesville, Pa. ...... 2 1,200 1,500 1,350 
: . love en, a 7 1,500 4,200 2,000 
ll ; Taking = —y a Easton, Pa. .......... 3 750 3,000 1,900 
" it is seen that 30 per cent of the sales Doylestown, Pa. ...... 3 1,000 2,000 1,450 
" the medium and low-priced lines earned more Elkton, Md. .......... 2 1,750 2,250 2,000 
* than $4,000 a year, while 72.9 per cent of those Ns I dc tvkaucsen: 1 . 2,500 2,500 2,500 
. lineal OxforG, PO. ..c.ccce: 2 1,500 2,500 2,000 
t. selling 7 priced - — — the Poe Bethlehem, Pa. ....... 1 3,350 3,350 3,350 
in mark. There were three men who earned more Bethlehem, Pa. ....... 5 2,100 - 4,200 3,000 
than $10,000 last year. Viewed in this manner, Bethlehem, Pa. ...... 4 3,000 3,900 3,400 
d the rewards possible for a steady worker do Allentown, Pa. ........ 8 2,500 4,100 3,300 
) Allentown, Pa. ........ 2 . 2,800 3,300 3,100 
e, not appear unattractive, but the _ pore Allentown, Pa. ....... 6 3,000 4,300 3,400 
that the average compensation of automobile Allentown, Pa. ........ 6 2,700 4,500 3,200 
he salesmen, judged by almost any of the current 
- standards, is low. 
- For instance, the Dartnell Corp., Chicago, ee $2,037.42 $2,932.25 $2,422.58 
. recently made a report on the earnings of sales- 
“ men in other than automotive lines. Some of 
a the figures follow: 
Increase or Commis- “In our humble judgment there are more incompe- 
* ripipeoes — tent salesmen in the automobile business than we have 
y Average Since 1923 % ‘ . , 
. any use for. They are wasting their own time, and 
ag Vacuum Cleaners .......... $1,750 Same 20 , . : . 
e SS ncccetece dcceee 2,600 Increase 10-20 their employers money. The correction, we believe, 
Oil Burners ................ 3,750 5-10 is less men of a higher caliber, to be paid with some 
" ain Batteries .......... -_ Decrease 6 regard to what they could earn in other lines of en- 
OEE «atesncecceeeeoeeens . . . ° 
le = aaa 4.200 Seen 19.48 deavor with the same degree of intelligence and 
at Adding Machines .......... 4,800 22% io 
| Machinery .............0-5. 5,000 Increase 2-5 While it is undoubtedly true that 10 men can sell 
ee RetrIQeTRNOTS cccccccccesces 5,000 Increase 7-20 more automobiles than five, it is just as true that 10 
- In only two of the lines covered, it will be noted, men cannot sell twice as many automobiles as five 
are earnings clearly less than the average for automo- unless the size of the dealer’s business requires the 
ty bile salesmen. It is such considerations as these that services of 10 men in order to properly cover his 
r have turned the spotlight of study on methods of hir- clientele and new inquiries. If this statement be cor- 
1 ing, training and compensating salesmen. rect, then it is obvious that by having 10 men on a 
“ The dealers themselves are fully alive to the aver- given force where five can cover the field, that the 
‘ ' age inadequacy of salesmen’s compensation. The fol- dealer is either going to lose money because of too high 
0 lowing letter from a Motor AGE reader is typical in a sales cost, or the 10 salesmen will be so poorly paid 
t- spirit, though not in detail, to a number received while that their efficiency will be reduced and they will even- 
os the survey was being made: | tually drift off to something else.” 
al- “Volumes could be written on the subject of the Very seldom is a suggestion made that salesmen 
im earnings of automobile salesmen. We feel that it is ought to receive more payment for given results than 
rs, very fortunate that the earnings of automobile sales- is the practice now. It is felt that the current return 
m- men have been permitted to sing to the low scale that of approximately 5 per cent on sales ought to be suffi- 
-" they have during the last few years. cient, and that the dealer ought to be able to make 
- “We in the motor car business are handling a very the work and the payment attractive to good salesmen 
ng difficult sales situation. In the first place we are han- on this basis. 
he dling a high-priced piece of merchandise with an Consequently the most active, progressive factories 
ed established price, with the keenest sort of competition. in the matter of sales promotion are seeking to help 
pI. Coupled with that is the need in almost every sale of the dealer train his salesmen and offer them constant 
” making a purchase from your new car buyer. assistance and guidance in the search for prospects 
Av- _ “Speaking broadly, the class of men now engaged and the follow-up of leads. But the actual method of 
en in this difficult sales work are of too low a caliber to compensation, as distinguished from the rate, remains 
ith make the proper impression on prospective motor car an important question susceptible of treatment in a 
1a 
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buyers, 


(Continued on page 36) 
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HE Keiser Brothers of Pottstown, Pa., didn’t 
know what the automobile business “‘used to be” 
because they had never had any automobile 
experience. Six years ago they were trying 
to make a truck earn enough money for the two of 
them to live on—and still have enough left over at the 
end of every month to pay expenses and the monthly 
note on the truck. It is significant of their later success 
that even in those lean days they paid their bills before 
anything else, working nights in their father’s restau- 
rant for whatever spending money they needed. If you 
don’t think 12 or 14 hours a day on a truck and an 
added hour or two of hash slinging is a job try it. 

By the time the truck had been paid for the brothers 
decided that one truck wasn’t going to make a fortune 
for either of them. They wanted to sell automobiles. 
They learned that the Studebaker franchise in Potts- 
town was open: so they drove into Philadelphia to find 
out how one entered the automobile 
business. 

They came home with their ambi- 
tion still as far from attainment as 
ever. For they had to buy three 
cars and operate a service station 
to get the franchise—and they lack- 
ed money even to hire a mechanic. 
But they had faith and sincerity 
and it was these characteristics 
that led the Philadelphia branch to 
follow them up. A representative 
of the branch asked some questions . 
at a Pottstown bank, and the bank- 
er asked some questions of the two 
brothers. Money was forthcoming, 
and the three cars were soon de- 
livered. - 

They sold the first one in Febru- 
ary of 1922. The salesroom was a 
shed behind their father’s restaurant. 
Meanwhile the boys were trying to 
find a showroom and service sta- 
tion. There was only one other au- 
tomobile showroom in town, but 
they decided that to sell cars they’d 
have to display them. Before long 
Keiser Brothers had opened the sec- 
ond showroom in Pottstown—on a 
three months’ lease. They hired a 
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mechanic—the best they could find, and paid him $40 
a week. 

Taking on the mechanic was the step that put them 
into business. They had to scratch pretty hard to get 
enough work to pay his weekly $40 that spring. There 
were only seven Studebakers in town when the boys 
got their franchise, so they took in anything and every- 
thing in the line of jobs. 

The quality of their work spoke for itself. Their 
mechanic was a thorough workman, and the boys saw 
to it that every customer left the shop thoroughly satis- 
fied with the job they had done for him. “If it’s not 
right, bring it back and we’ll make it right,” they told 
the customer. “And it won’t cost you any more. We’re 
supposed to know our business, and we think we do. 
When we’ve fixed your car and charged you a fair price 
for the work, it’s got to be fixed right.” 

That attitude, plus the quality of their work, spoke 
for itself. By the end of the summer five mechanics 
were at work, and the brothers had found it advisable 
to divide forces and specialize. Sam Keiser sold the 
cars; his brother stayed in charge 
of the shop and built good-will with 
satisfied customers. | 

By fall the brothers found they 
were able to pay themselves a sal- 
ary of $15 a week apiece. Up to 
that time, they “paid bills first and 
drew what was left, if any.” But 
when the end of the year came they 
had sold 52 cars and had establish- 
ed the groundwork for an invalua- 
ble reputation for good service and 
fair dealing. . 

Their first year’s sales, inciden- 
tally, were nearly 100 per cent in 
excess of what the factory branch 
had estimated the market would ab- 
sorb. At the end of the three 
months’ lease on their first show- 
room they found another more suit- 
able for their growing business, 
and in a better location. There 
they stayed for three years, while 
the business grew. In 1925 they 
were able to build their present es- 
tablishment on High Street, an idea! 
location, and a building that would 
do credit to any city. 

The service station has seven me- 
chanics, and the first mechanic they 
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hired is still on the payroll as service 
foreman. They are the best mechanics 
that can be hired, say the brothers, and 
there’s not a man in the station, with the exception 
of the car washer, who gets less than an average of 
$45 a week. The average shop wage for the town is 
from $35 to $40. E. I. Keiser is still in personal 
charge of service work, meeting the customers as they 
come in, helping to diagnose their needs, and seeing 
that everybody goes away satisfied. 

The shop is as clean as whistle. All service tools are 
kept in special racks on a big white wallboard adjacent 
to the parts room. Before the men leave each night, 
the service foreman checks that wallboard to see that 
every tool is in place. The parts stock is unusually 
complete. Owners are rarely kept waiting for their cars 
because of the non-arrival of parts that have been 
ordered to complete a job. 

Service is the link through which the brothers keep 
in touch with fully 90 per cent of their owners. They 
offer a new owner free inspection at the end of the 
first 500, 1000 and 1500-mile periods, and they do a 
thorough job of selling on the importance of these in- 
spections. If the owner 
doesn’t bring the car in e 
they find the reason [JT 
why, for they have 
learned that these three 
inspections not only de- 
velop confidence and 
good will but are also 
the best service insur- 
ance they know, as _ it 
Stops mechanical trou- 
bles before they get 
started. 

Service letters recom- 
mending winter and 
Spring overhauling 
bring additional busi- 
ness to the shop. Dur- 
Ing months when a 
drive is on for “over- L 


was.” 








haul jobs” the brothers 








--- And Now 


AYBE the automobile business isn’t 

what it used to be, or maybe—as Chas. 
Vane, Secretary of N.A.D.A. says “It never 
But when a couple of energetic young 
fellows decide they want to sell cars—and 
when in less than three years they establish 
themselves as one of the most prosperous 
dealers in a conservative Pennsylvania city 
of 17,000—when they buy an $80,000 building 
and include in their assets a priceless reputa- 
tion for good service and dependable dealing 
—well, it more or less proves that selling 
cars is profitable. Read the story. 


offer their salesmen a bonus on acces- 
sory sales as an incentive to follow up 
the service letters. As a result, acces- 
sory sales often total more than $1,500 for the months 
when service specials are being offered. 

One of the most important assets in the Keiser. Broth- 
ers’ business, they believe, is the “Studie Club,” whose 
membership includes everybody in their organization. 
Meetings are held once a month, and attendance is re- 
quired of every employee in the company. Every mem- 
ber of the organization puts some portion of his salary 
in the club sinking fund, and can draw on it to the limit 
of his individual account for Christmas funds, vacations 
or sudden emergencies. 

Service is stressed again at these “club” meetings. 
Mechanics and salesmen must study their service 
manuals before the meeting, and answer service quizzes 
during the meeting. Frequently a speaker is secured 
who lectures on some particular unit of the cars. 

The meetings develop cooperation among the members 
of the organization, and frequently produce practical 
ideas which are turned to good advantage in sales and 
service. 

“Sell them on service 
and keep them sold with 
T service” is a workable 
policy for the Keiser 
Brothers. Six years ago 
they were just a couple 
of hard-working boys. 
Today Sam Keiser is 
president of the local 
automobile dealers’ as- 
sociation and a member 
of the board of directors 
of the Pottstown Cham- 
ber of Commerce, and 
of the local Y.M.C.A. 
And just six times in 
those six busy years 
have they seen a motor- 
ist to whom they sold a 
| car drop from their ac- 
e) tive list of owners. _ 
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This special baggage car for 

automobiles is placed at the 

motorists’ disposal by the 

Southern Pacific—the railroad, 
not the ocean 








Chevrolet's Capetown to Cairo expedi- 

tion, successfully concluded, had to put 

up with conditions like this. A remark- 
able victory 


Here we have the start of the motor- 
cycle race for the Ulster Grand Prix. 
They're strong, seems like, for derbies 
and ulsters as prizes, across the pond 











“Ill-us-terated songs, fol- 
lowed by chapter 4 of 
‘The Per'ls of Pauline,” 
was the way our an- 
nouncer used to read off 
the program for next 
Monday. Pearl White, 
America’s most beautiful 
actress, was the heroine 
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Melvin Williams Moves Faster 
on Crutches Than Most Men 
Do on Two Feet 


C9) 


By PresLey E. BRYANT 


OURAGE, character, friendliness, an equable 
disposition and persistence—particularly per- 
sistence—are the requisites of successful sales- 
manship. If you have control of these 

attributes you will win your way, and physical handi- 
caps will not hold you down. 

This is the opinion of Melvin L. Williams, Dallas, 
Tex., used car salesman, whose record for the first six 
months of 1928 is believed to surpass that of any other 
man in the ranks. During the first six months of this 
year Williams averaged 43 used cars a month. He 
reached a peak of 47 cars in one month. 

The death of his mother in August pulled down 
Williams’ volume, but he is steadily building it back. 
During the first 19 days of September his sales totaled 
25 used cars. | | 

“Shorty,” as nearly everyone in Dallas calls him, is 
31 years old. He has been crippled ever since he was 
seven, when he fell out of a barn and crushed his back. 
He goes about on two crutches, but he is deft and fast 
and maintains excellent health. 

He has a genius for making friends. He has a con- 
tagious smile and an amazing memory for people and 
the things that interest them. With the exception of 
about 17 months, he has spent his life in Dallas and 
has a wide acquaintance. He doesn’t admit that he is 
much of a salesman. 

“People are always bringing me business,” he said. 
“The main idea is to treat people right. They appre- 
ciate it. Don’t lie to them. The real secret of my 
Success in selling used cars is that the people I work 
for are the finest people in the world. And their used 
cars are the most you can get for the money.” 

Williams’ record of sales was established at Store 
No. 1 of the Shelton Chevrolet Chain Used Car Stores. 

“Shorty goes all over a car with his prospective 
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MELVIN WILLIAMS was congratulated by 

R. W. Losey, Dallas, Texas, Chevrolet zone man- 

ager, as the leading used car salesman in the 

United States, during the convention at Fort 
Worth of the Dallas 72-Car Club 


buyer,” J. W. (Bill) Beazley, Jr., general manager of 
the used car stores told the writer. “He makes 
the prospect see the value that is left in the car. He 
never exaggerates and he never lies. He studies each 
car and acquires an exact knowledge of its condition 
and value, and then he inspires the customer with his 
confidence in that car. He works all the time, and 
every time he sells a car he makes another friend. 
Someone is always coming into the store asking for 
him.” 

“Williams is a shrewd judge of human nature and 
has a sound sense of values,” Frank Beck, assistant 
used car manager in charge of credits, said. ‘He never 
goes through with a customer who doesn’t seem right 
to him. He frequently comes into my office and says: 
‘This fellow seems to. be O.K., and of course you’re the 
judge, but I wouldn’t want to take him on myself.’ 
And Shorty’s usually right.” 

He has been selling used cars six years. And that 
is the extent of his selling experience. He had been 
doing clerical work for an oil company and assembly 
work in an electric plant. 

“I decided I wanted to get out from under a roof,” 
he said. “I knew N. E. Harper, one of the pioneer 
used car dealers in Dallas, so one day I went to him 
and asked for a job. He said, ‘You can stay if you 
want to.’ He paid me 3 per cent on each sale. I found 
a couple of boys and sold them a little touring car. 
I think I made about $8 on that deal. I hada guarantee 
of $20 a week and 3 per cent commission if I sold 

(Continued on page 42) 
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This model plant is the home of Dixon & Horney, 
Texarkana, Arkansas. It replaces the former 
building which was destroyed by fire last year 
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—and the LAST of These as Usual 
Proved to be the FIRST 


NE morning in January, an hour before the 

roosters had begun to crow in the yards on 

the side streets, a tourist drove into the re- 

built $100,000 service station of Dixon & Hor- 
ney, Inc., in Texarkana, Arkansas, and asked the night 
boy on duty this simple question: 

“Where is the post office, friend?” 

“Across the street, sir,” the lad replied, thinking 
the stranger wanted to mail a letter. 

“Then I’m in the right place,” the tourist rejoined. 
“Your building is new and I couldn’t see a sign, but 
I saw your billboard out on the Fulton ferry road. 
You know, that phrase of yours, ‘The Post Office is 
Just Across the Street,’ sticks in the memory. That’s 
the reason I’m here.” 

The night of June 14, 1927, the Dixon & Horney 
service plant was gutted by flames. The estimated 
loss was $85,000. But that didn’t faze the owners and 
operators of the business. They had a successful 
record back of them, and the future was promising. 
The Texarkana paper of the following morning car- 
ried an an- 
nouncement 
the tenor of 
which was 
like this: 

“The Post 
Office is Still 
Across the 
Street. With 
the sky our 
roof, we are 
still doing 
business— 
Giving the 
same depend- 
able gas and 
oil service 





tors in price but none in service.” 

Three factors, or rather three factors in happy com- 
bination, make possible such optimism as that which 
was expressed in this newspaper advertisement, and 
to these credit is due for the success of Dixon & 
Horney, Inc. 

The factors are: Location, Equipment, Service. 

The whole story of the success of Dixon & Horney 
is contained in these three words, but let us look a 
little closer into details. There ought to be several 
things here helpful to men in the business of servicing 
automobiles. 

“Pink lights won’t make a service station,’”’ was the 
caption of a story recently featured in this business 
paper—the substance of which proved there is more 
in a good location than in a dandified station build- 
ing. W. R. Dixon and J. O. Horney were convinced 
that location was the prime factor in the service sta- 
tion business equation when a few years back they 
came to Texarkana, a town of 30,000 souls, and obtained 
a place for their business just across the street from 
the post office. 

It is not 
necessary to 
go further 
into the stra- 
tegic value of 
their location 
than to say 
that at least 
five main city 
streets, arms 
of cross con- 
tinent high- 
ways, center 
around the 
post office at 


Texarkana. 
as in the The post office 
past. We Interior of Dixon & Horney’s service station. This canopy is 140 ft. long and building 
have competi- 80 ft. deep stands out 
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like a beacon. Tex- 
arkana is a state 
line town, being 


partly in Arkansas 
and partly in Texas. 
State Line Street, a 
main business thor- 
oughfare, forks and 








of conventional L 
pattern that sits in 
the arms of a bigger 
L building that 
houses the general 
office and the serv- 
ice departments. 
The entire lot takes 


turns around the aA LS eR RTS in a space 140 ft. by 
post office. Thus the edict tk ta beh bneenh bee nicnanck teeny 140 ft., facing on 
wisdom of Dixon & two streets. It is 
Horney in selecting 2 ) all paved. There 
— — a Many wayside signboards are used by Dixon & Horney, of be _ — —_ 
no further proo . which the above is a good example rances. ; ou arive 

After coming to yourcar in anywhere 
Texarkana from 


Vivien, a small town in Louisiana, they went to work 
and built a handsome station, but when it was com- 
pleted they did not stop and just sit back, supinely 
waiting for business to graviate to them. They 
have always been great believers in advertising, and 
early in their Texarkana career they invented the 
phrase, “The Post Office is Just Across the Street,” 
which is still the firm’s slogan. 

Formerly it was true that when you crossed the 
ferry at Fulton, 19 miles out from Texarkana, a cour- 
teous boy would hand you a card that directed you to 
the service station of Dixon & Horney. Approach 
Texarkana today on any of the six or seven main high- 
ways that lead into the city, and you will have to 
be mighty impervious to billboard scenery if you do 
not find at least one handsomely painted bulletin 
that directs you to “Dixon & Horney, Inc.” These 
boards almost invariably carry the phrase, “The Post 
Office is Just Across the Street.” 

So much for location. What is location, anyway, 
without equipment? The day has passed when Roger 
Williams on one end of a log and a student on the 
other end made a university. Likewise it is true that 
the service station of today must be something more 
than the remodeled blacksmith shop of yesterday. But 
let us see what equipment means at the new station 
of Dixon & Horney that was opened in all its depart- 
ments in January, 1928. 

Equipment includes well-planned buildings at Dixon 
& Horney’s. There are two of these—a filling station 


washing and greasing stands. 


that is open, stop at 
a convenient gas pump, and leave when you get ready. 
The service floor is likewise without impediments of 
runways. No cards direct you. You just drive under 
the big canopy of this building, which is 140 ft. long 
by about 80 ft. deep, and wait. You won’t have to 
wait long, because a salesman-mechanic, or most 
likely J. O. Horney himself, will be giving you the 
glad hand on the double-quick. But that’s getting 
into the service end of the story. 

The visitor is impressed by the utility of the ar- 
rangement of the entire station plot. This service 
building has a general office on the right as you enter. 
Next comes the vulcanizing department, then the tube 
repair department, and the battery department. 
Across the far end is the accessory and the tire de- 
partments. Accessories and smaller items are kept 
in glass counter cases or on shelves that can be 
locked at night. The tire stock on display is kept 
locked to the racks. Farther out on the lot are the 
The greasing stands 
are built over pits that make it convenient for the 
lubricator to stand up under cars. Both Alemite and 
Zerk lubricating systems are in use. 

Underneath the pavement of the station is a unique 
basement, finished and concreted, so that a big bus- 
iness in car storage can be done. 

But equipment also means machines at this super- 
service station. Take the vulcanizing department as 
an example. It is equipped with six electric vapor 
vulcanizers, set on a concrete base in a compartment 
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that is as neat as a 
hospital kitchen. 
The lighting system, 
timing system and 
electrical power 
system, all make it 
possible for these 
six cooking ma- 
chines to be operat- 
-ed by one man. 

Following down 
the line from the 
vulcanizing depart- 
ment, one comes to 
the tube repair de- 
partment. <A _ fea- 
ture of this depart- 
ment and of the 
vulcanizing depart- 
ment is that spread- 
ers and other de- 
vices are used to 
show customers ex- 
actly where the 
punctures and defects in their tires and tubes are. 
There is no time lost in finding the weak spots and in 
advising the customers as to the kind of repair needed 
and the cost. Expert salesmanship gets the orders 
here. 

Service is such an abused word that the writer 
would hesitate to introduce it if it were not that 
Dixon & Horney have given it a new interpretation. 

At this service station service means speed and 
courtesy. 

Not only does the station deal in quality products 
and put out jobs that are as mechanically perfect as 
intelligent workmanship and the best machines can 
make them, but it does all this in record-breaking 
time. 

“Call 205 and watch our smoke!” was the. caption 
of a series of painted outdoor boards that Dixon & 
Horney used recently to feature the company’s com- 
modities and services. To make this smoke business 
real, a fleet of six service cars and one wrecking out- 
fit is maintained. These are painted in white and 
black, and make a nifty turnout as they spin along the 
streets—moving signboards in themselves. Dixon & 
Horney, Inc., 
is the official 
AAA service 
station for 
the two coun- 
ties in which 
the state-line 
city of Tex- 
arkana is sit- 
uated, and 
the _ service 
cars answer 
calls’ any- 
where in 
those _ two 
counties. 

But when a 
job is receiv- 
ed in the 
service sta- 
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Tire repairs are an important branch of Dixon & Horney’s service : : : 
business ing it blooming. 





The window trims are on a par with the rest of the up-to-date establishment 





tion, all possible 
speed compatible 
with good work is 
used to rush it out. 
The initial success 
of Dixon & Horney 
was due in large 
measure to attract- 
ing transient tourist 
trade, but the home 
market has not been 
overlooked. Conse- 
quently, the estab- 
lishment has built 
up a trade that is in- 
dependent of the 
fluctuating tourist 
tide. Speed plays a 
major part in culti- 
vating the home 
garden and in keep- 


Courtesy is taught 
the sales force as 
a matter of business religion. Every employee of Dixon 
& Horney, Inc., is a potential salesman. A thing that 
he must never lose sight of is that he represents 
the company, and that it is likely to be judged by 
the way he responds to customers. Salesmanship 
meetings are held on Monday nights, and every em- 
ployee from the department heads down to the roust- 
about must put in an appearance, Tactful ways of 
meeting the public are among the subjects of dis- 
cussion at these meetings. 

And so it is that when a woman drives into the service 
station she is met with the same courtesy that she 
would expect at a department store. The nature of 
her repair job is explained to her, and if she cares to, 
she may watch the procedure as the mechanic makes 
the repair. The work departments, as has been ex- 
plained, are all open to public view, and this fact un- 
doubtedly inspires confidence in regular customers 
because they can see with their own eyes just how 
their jobs are being handled. What are the fruits of 
speed and courtesy? Here are two good-sized plums. 
2400 tires were repaired in the vulcanizing department 
in one year. That was before the present equipment 
was put in. 
Forty  thou- 
sand dollars 
worth of tires 
were sold in 
the same 
year. These 
satisfactory 
volumes 
should not be 
credited en- 
tirely to speed 
and courtesy. 
Of course, 
not. Quality 
products and 
quality serv- 
ices played 
an important 
part. 
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New Landis Shock Diffuser 


Design Includes Provision for -Altering 
cAction to Suit cAll Car, Load 
and Spring “Uariations 


Tus Landis shock diffuser, manufactured by the 
Landis Engineering & Mfg. Co., Waynesboro, Pa., 
developed by F. F. Landis and assisted by Mark 
H. Landis, is the result of 17 years of research on the 
subject of hydraulic control of spring recoil. F. F. 
Landis is also known for his development of the Lan- 
dis cylindrical and internal grinder, Landis bolt 
threading machines, Geyser threshing machines, Lan- 
dis program and recording clocks, etc. The shock 
diffuser is of the one way type using a rigid connec- 
ting link between the operating arm and the axle; an 
adjustable by-pass is also a feature. The recoil con- 
trol characteristics can be varied to suit all types of 
springs and car weights. 

All external parts are Parkerized and then lac- 
quered. Bearing surfaces are designed to automati- 




















Right: View of 
new Landis shock 
diffuser. Below: 
Sectional views of 
shock diffuser 


cally compensate for wear in addition to being thor- 
oughly lubricated. To insure against oil leakage, the 
oil level is well below the operating arm journal, and 
the steel oil container is carefully machined to insure 
a tight fit and is installed with an oil resisting cement. 
Another feature is the large oil reservoir which has 
six times the volume of the piston displacement. There 
is no reversal in the direction of oil flow as the design 
of the by-pass nozzle, and the piston with its large 
valve, is such that the oil always travels in the same 
direction. The flow is rapid, ridding the radiator of 
any heat which may be generated. This latter action of 
heat dissipation is also facilitated by the thin walls of 
the steel oil container. The oil, in addition to being the 
diffusing agent, lubricates all bearing surfaces within 
the device. The bearings which are not actually sub- 
merged in the lubricant are fed with wicking 

~t which dips into the reservoir. The lower uni- 
versal joint in the rigid connecting link is 
packed with lubricant at the factory, while the 
upper joint is provided with a pressure fitting. 
As stated before, any wear which may occur is 
automatically compensated for in the design. For 
instance, coil springs are placed behind the 
bronze bearing surfaces in the universal joints 
and any wear is taken up by the expansion of 
the spring. The crank journal spring N and 
the piston journal spring O have similar pur- 
poses in that they compensate for wear in crank 
journal J and the piston N respectively. Sim- 
ilar provision is made on the other bearing sur- 
faces. 
(Continued on page 42) 
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The Latest in Accessories 
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Car Heater 
HIS heater is made by the Wahl 
Company, 1800 Roscoe Street, 
Chicago, III. 

In the Wahl Universal heater there 
is no connection whatever with the ex- 
haust manifold so carbon monoxide 
gas cannot possibly enter the car. Air 
is drawn in directly through the radia- 
tor into funnel and the heat of the 





exhaust pipe warms this flow and de- 


livers it by the tube to the body of the 
ear through circular register every 3 
to 4 minutes. 

This addition to the heater field is 
simple in design and sturdily built. 
Two sizes fit all cars. 





Ball Bearing Service 

BOOKLET covering the mount- 

ing and care of ball bearings in 
automotive service has been brought 
out and is being issued by the Fafnir 
Bearing Co., New Britain, Conn. While 
brief, this publication covers in an in- 
teresting and practical way all phases 
of bearing care and installation. Copies 
may be had free for the asking. 





Mallory Automatic Coil 
HE Mallory Automatic Coil serves 
the purpose of two coils, one for 


starting and one for running. This 





coil automatically changes as soon as 
the starting motor is engaged so as to 
produce an extremely hot spark from 
the low voltage and as the engine 
starts, it changes automatically to 





operate from a higher voltage when 
the generator is charging. The price 
is $8.50. It is made by the Mallory 
Electric Corporation, Toledo, Ohio. 


Ford Tire Lock 
HEAVY brass lock with shackles, 
especially made to attach to the 

locking bolt of the Ford spare tire and 
equipped with a heavy chain, is an ad- 
dition to the line of the Reese Padlock 
Co., Lancaster, Pa. The chain is a 
No. 2-0 twist link, 28 in. long, and cov- 
ered to protect the wheel from damage 
and to prevent noise. By the use of 
this device, both the tire and wheel are 
securely locked to the car. The size 
of the lock is 2 in. Each lock and chain 
is packed in an attractive carton that 
makes an excellent display for the 
dealer’s accessory counter or shelf. 








Valve Guide Cleaner 


N entirely new tool for automobile 

repair work is the Scully Ruggles 
Perfection Valve Stem Guide Cleaner. 
The Scully Cleaner cuts the carbon out 
and will not cut the metal. The spiral 
blades are self-sharpening. No turn- 
ing is required to operate this cleaner 
as it is simply worked up and down 
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by hand. The long shearing cut gets 
under the worst coating of carbon, re- 
moving all of it and leaving the metal 
clean and bright without changing the 
size of the hole. Only three cleaners 
are required for all diameters from 
5/16 to % inches. It is made by Scully 
Steel & Iron Company, P. O. Box 814, 
2365 So. Ashland Avenue, Chicago, IIl. 





Brake Boosters 

HE B-K Vacuum Safety-Servo 

brakes made by Bragg-Kliesrath 
Corp., Long Island City, N. Y., are now 
available for a number of the more 
popular medium to heavy weight cars 
on the market. These sets come packed 
with every item needed to complete the 
installation including detailed instruc- 
tions. 


Hydraulic Shock Absorber 
HE Wahl Company, 1800 Roscoe 
Street, Chicago, Ill., announces a 

two-way hydraulic shock absorber. The 

Wahl two-way hydraulic shock absorb- 

er is easily adjustable to the resist- 

ance of any particular springs. Wahl 
tie-rod and live-rubber universal joints 

















are used on the hydraulic as well as 
on the two-way Spring Brake. This 
connection requires no adjustment or 
lubrication. <A specially-developed, ex- 
tremely low “cold test” oil is used in 
the new Wahl Two-Way Hydraulic 
Shock Absorber. 





Universal Muffler 


OERLICH’S new muffler, a prod- 

uct of Goerlich’s, Toledo, Ohio, is 
unique in several ways. The first is 
that it is universal, one model being 
made in two sizes and fitting all cars 
and trucks. Another point of difference 
is in the size of the first expansion 
chamber as will be seen in the illus- 
tration. Into this chamber the hot ex- 
haust gases are passed and are said 
to be more completely broken up and 
cooled than is usual, with the result 
that back pressure is reduced to a mini- 
mum and unusual silence results. A 
glance at the illustration will show the 
passage of gas through this muffler 
and explain the reason for its efficiency. 
Model “1” has an exhaust chamber 
diameter of 4 in. and a length of 47% 
in. with tail pipe. It is adapted to 
all cars and trucks from Ford to cars 
in the Chrysler “80” class. The list 
price is $6.75. The Model “2” is 
adapted to cars larger than the Chrys- 
ler “80” and heavy duty trucks. The 
exhaust chamber diameter is 4 in. and 
the length 59 in. with tail pipe. The 
list price of this muffler is given as 
$9.75. 
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0A Filling Station— PLUS 


Hotels “Run Garages for Their (ustomers—Why 
Shouldn't a Garage ‘Run a HAbotel? 


By Tom Wilder 
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This man has a good idea and, better still, a- good-sized piece of property on which to put his idea into practice 


sc] AM contemplating building a camp ground on a lot 
with a frontage of 142 feet and a depth of 100 feet, 
on a corner lot. On this lot I want to put a filling station 
at the corner and build 10 cabins with individual places for 
putting in cars, that is, a double cabin with opening between 
for parking cars. In’ the center of the lot I want to put 
rest rooms and shower baths. I want to build them with 
what we call here adobe brick, size 8 x 12, and partition 
inside with lath and plaster, these cabins to be built in 
Spanish style architecture. 

“The main traffic street is on the west side and on the 
north side the street is not used very much at the present 
time, but will be as soon as this lot is filled. This property 
is in the built-up section of the town about two blocks 
from the Post Office, which is in the main part of the town.” 
—D. E. Apodaca, Socorro, N. Mex. 


HILE this proposition is not exactly the problem 
of an automotive dealer, automotive dealers over- 
lap in so many directions with other lines nowa- 


days, that it is hard to draw a definite line. 


One meets the filling-station camp-ground in so many 
phases and in such increasing numbers that it simply 
must be recognized as a branch and a decided factor 
in the sale of automotive goods and service. It is a 
sort of two-way contact. The filling station brings the 
customer into contact with the camping or lodging ac- 
commodations and the customer while staying overnight, 
takes the opportunity to have his car washed, greased, 
or a spare tire repaired while he is resting; the wash- 
ing, at least, being something that he would not have 
bought otherwise. Oil changing is another service a 
tourist is apt to put off to a more opportune time such 
as this. | | 

With the above preamble, we will go ahead and de- 

(Turn to page 42, please) 
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Answers to Legal Queries 


By S. Boyer Davis 

















Was It a Corporation? 


On March 26-28 I sent to a jobber a 
check for $25.57 for goods. The check was 
cashed but I never received the goods, nor 
were my letters answered that I sent to 
them then. But I heard from outside sources 
that they went bankrupt. Later I sent a 
C.O.D. order in and received the goods O.K. 
On 609027 I sent them a check of $54.38 
for goods and stopped payment on it at 
once at bank. They sent me $35.88 value 
of goods and a check for $18.50. I returned 
to them their check for $18.50 and sent to 

- them my personal check of $10.41. They now 
claim that the old concern went bankrupt 
and that they started up a new concern on 
4-20. 

Would like your advice as to what to do. 
Would you please find out for me who the 
officers were in the old concern and if they 
are in the new concern. If they are the same 
would you advise me to pay again ?—Minard 
Van Haitsma, Falmouth, Mich. 


pw whole question turns on whether 
the equipment company is or was a 
corporation. If so, then the officers are 
not personally liable for the debts of 
the company. If, however, the concern 
was a partnership or association of 
individuals, then the members of such 
partnership or association would be 
liable individually and collectively for 
the debts. 

This department has no means of 
ascertaining for you who were the offi- 
cers of the company, nor whether it 
was a corporation or not. 

If you were to ignore their demand 
for the balance which you deducted 
and they put the matter in the hands 
of their attorney, as they threaten to 
do, the whole situation could be de- 
veloped and the facts ascertained. 





What's Your Answer? 


We sold a man a car and took a bill of 
sale on his Ford truck as a down payment 
on it. This man gave a very good financial 
statement but evidently lied, as he never 
made a payment on the car, which the 
finance company repossessed. We sold this 
truck back to him on a _ conditional sales 
note, copy of which I enclose. He made 
us several payments on the truck and then 
defaulted. The note was filed Dec. 30, 
1927. He had bought the truck from a 
garage in Hammond, N. Y., and there had 
been a note on it, but we ascertained that 
this had been settled in full. 

We recently went to repossess this truck 


license, and the present license has the same 
motor number on it. We maintain that as 
this is the only truck the man had, the 
description is accurate enough, especially as 
the license number is the same as on our 
note. 

Also that the fact that the garage has 
filed a note against the car later than ours 
proves that they no longer had any claim 
against it. Also that they cannot renew a 
mortgage after it has been settled but must 
make out a new one. 

They will have to sue us on the replevin, 
and it seems to me that if we can get un- 
biased judgment on the matter without going 
to court about it, it will save both of us 
bother and mohey. If you can give us your 
opinion we will greatly appreciate it. By the 
way, they claim that since we did not trans- 
fer the license it would indicate that we 
did not really have possession of the car. 
We would not be likely to transfer a license 
to ourselves and then back to the other 
party, particularly on the 30th of December.— 
De Graff Bros., Gouverneur, N. Y. 


T= are sO many questions of 
fact entering into your transactions 
in regard to this car that it is difficult 
to give you a satisfactory answer. 
Since proceedings have been begun, 
it would seem more conclusive to allow 
them to proceed and have the various 
questions of fact settled and the right 
of the various parties established. 
Your opponent would hardly be will- 
ing to surrender the car to you because 
an outsider gave it as his opinion that 
you were entitled to possession of the 
machine on a statement of fact with 
which he might possibly not concur. 


An Oral Contract 


As a subscriber, would like to avail my- 
self of your advice on the following, which 
is, I suppose, very elementary law but am 
not too clear on the rights of the various 
parties. 

A buys his garage equipment of B, giving 
his cash in part and assumes the balance of 
an incomplete contract with C. To indicate 
the business acumen shown all through this 
deal, might say that no written agreement 
was made among the parties as to how or 
when this balance was to be taken care of. 
Some four years pass, A making payments 
to C, as if and when he can. Then C with- 
out notice to A puts the matter in the hands 
of a lawyer for immediate collection. The 
question arises, can A remove from the 
premises, such equipment as he has bought 
and paid for, assuming that such action is 
contested by C or his agents? Or can C or 





and the garage at Hammond had it in its 
possession. We went ahead and sold the 
car according to the provisions of the law, 
whereupon the garage replevined it. The 
following reasons were given: He renewed 
the mortgage on the truck which we say 
he cannot do; he filed a note in March 
on the truck for security on a radio and 
other things. The motor number as it ap- 
pears on our note is wrong. There is one 
digit too many in the figure, making the 
number appear to be one-hundred and forty- 
four million. The number was taken from his 





his agents hold everything on the premises 
pending satisfaction of the contract. 

This inquiry will come to you Air Mail, 
with stamps enclosed for return of your 
answer by the same. As several things hinge 
on this point, your prompt reply will be 
doubly welcome.—S. V. Noble, West End 
Garage, 883 West Second St., Pomona, Cal. 


6 bene contract or agreement being an 
oral one, the conditions would have 
to be proved by the oral evidence of 
the parties. 


In the absence of any arrangement 
to the contrary, if money was paid as 
the purchase price of any specific 
article or articles, such article or 
articles would become the property of 
the purchaser; that is, title would pass 
at once, and such property could be re- 
moved at any time at the option of the 
owner. 

If, on the other hand, the money paid 
was on account generally of the price 
of the equipment as a whole, title would 
not pass unless such was the intent of 
the parties. 

The whole evidence as to the agree- 
ment would have to be furnished and 
studied before any useful conclusions 
could be arrived at as to the rights of 
the parties. 


It Looks a Bit Dubious 


I desire a bit of information regarding a 
company in Chicago, namely: National Sta- 
tions, Inc., Rand-McNally Building, Chicago. 

A representative of National Stations called 
on me a few months ago and signed me up 
for the following: 

A life membership in the A. A. A. 

My garage listed an official A. A. A. 
Garage, and authorizing service to all mem- 
bers of the same; to furnish sign for wrecker 
and garage, A. A. A. signs; to furnish maps 
and guide books of all trails and to list my 
garage in all books and trail maps. I paid 
him $14 and was to pay $15 more on maps, 
signs, etc., upon arrival. I feel that I have 
been gypped on this deal and would like for 
you to investigate this company. I refused 
the map which came C. O. D. and the station 
agent hasn’t heard from them. 

I wrote the Chicago Motor Club and they 
say that National Stations are in no way 
connected with the A. A. A. and any claims 
made thereto are fraudulent. 

I am enclosing one of their letter-heads for 
your inspection. If I cannot get any redress 
in the matter, maybe you can keep the other 
boys from getting burnt by advertising this 
outfit.—C. B. Kemble, East End Garage, 
Bowen, Illinois. 





E do not know of the company 
as to which you inquire. 

The Chicago Motor Club undoubted- 
ly knows whether this concern is con- 
nected with the American Automobile 
Association, and of course the latter 
will tell you definitely whether or not 
they have any such connection. It 
does not look as though they were very 
responsible people. 

In several recent issues 
AGE published articles dealing with 
fraudulent schemes, rackets and grafts 
that make the unwary dealer’s life a 
nightmare. The author of the articles 
was C. W. Coons, secretary-manager of 
the Illinois Automotive Trade Associ- 
ation, Peoria, Ill. This association is 
very alert and is furnishing its mem- 
bers a protective service. 
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Useful Shop Equipment 














Piston Turning Equipment 
F great value to piston turners and 
grinders are the Dall quick-change 

adapters. These are designed for use 
in lathes and grinders and furnish a 
ready means of holding any piston up 
to 5% in. in diameter. A set of 11 
adapters covers the entire piston field 
of iron, alloy and strut type pistons up 
to and including that diameter. Their 
design is such as to allow the grinding 
wheel or cutter to pass entirely over 
the work, thereby insuring absolute ac- 





curacy the full length of the piston. No 
wrenches, bolts, nuts, clamps or screws 
are required to use this adapter. A 
mere twist of the wrist completes the 
operation. As will be seen, the adapter 
enters the piston on the interior of the 
skirt and drives it by the piston pin 


bosses. These adapters are among the 
products made by The Dall Motor Parts 
Co., P. O. Station D, Cleveland, O. 





New Parts Storage System 
EW auto parts storage systems 
for De Soto cars have just been 

placed on the market by David Lup- 

ton’s Sons Company, Detroit. 

Separate systems have been designed 
to carry the parts listed on the De Soto 
A and the B parts list. When develop- 
ing these two systems care was taken 
to allow ample surplus space to pro- 
vide for the dealers’ future growth. 
Thus each system will carry a greater 
list value of parts than shown on each 
standard parts list. 

Each LAPS System for De Soto 
parts is shipped complete with steel 
storage units, parts index board, gasket 
board and end irons for long parts. 
Carefully worked out instructions for 


the proper storage of parts are includ- 
ed so that the parts man knows ex- 
actly in which bin each part goes. 

The parts index board is included to 
facilitate stock-keeping. This index 
board contains space for listing the 
name of each part, the number of each 
part, the location of each part as to 
the unit, the shelf and the bin, the 
maximum number of each part to be 
earried in stock, and the minimum 
quantity to be carried. After listing 
these parts on the board, the dealer 
has an accurate system for locating 
parts and a complete steel bin system 
and stock-keeping record. 

Future changes in car models, re- 
sulting in a different selection of parts, 
may call for relocating the bin divid- 
ers. Since all dividers in LAPS Sys- 
tems are securely fastened by a new- 
ly devised, button-like fastener known 
as ““Movit,” a divider may be changed 
in a few seconds. 





High Pressure Lubricator 
HIGH-PRESSURE chassis lubrica- 
tor, known as Little Giant, is one 
of the latest products of the Dot Lubri- 
cation Division, Car Fastener Co., 
Cambridge, Mass. This is a 5-pound 
capacity, one-man operated’ grease 


pump. It is said that this will develop 
up to 10,000 lb. pressure at the nozzle. 
It weighs but 23 lb. when filled. It is 
equipped with genuine Alemite and Dot 
nozzles. The price, which is $47.50, is 





quite as attractive as the unit itself. 
It is light and easy to handle and has 
no complicated parts. It is small 
enough to stand upright under the aver- 
age car or truck. The entire pump unit 
swivels in the grease tank so that the 


handle may be worked from any direc- 
tion. 
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number of ways, no one of which is definitely in the 
ascendancy. 

A straight commission basis with or without draw- 
ing accounts appears to be still the most favored by 
dealers, although not by the factories. Usually 5 per 
cent on the price net is paid; occasionally the f.o.b. 
price is the basis. A few dealers base the commission 
on the cash involved, i.e., the trade-in is deducted. 
This is generally disfavored on the ground that it is 
illogical and unfair, since the trade-in should be the 
equivalent of cash; and that it induces the salesman to 
devote a disproportionate amount of his efforts to clos- 
ing deals involving trade-ins of small value, whereas 
experience has shown that the dealer is much more 
apt to lose in money and good will on such vehicles 
than on up-to-date models in good condition. 

In addition to straight commissions, the other im- 
portant type of compensation is salary plus commis- 
sion or bonus on sales. This is the plan now most 
favored by the factories, and for a number of reasons, 
some of which are involved in a criticism of the com- 
mission method. 

Straight commissions tend to involve devastating 
variations in weekly or monthly earnings and they 
tend to give the salesman the feeling that he is work- 
ing principally for himself. Such men are likely to 
resent attempts at control and guidance in the best in- 
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terests of the dealer. There is also the temptation to 
hire more men than are needed for the territory— 
though this is not a point that is pressed by the fac- 
tories, which are inclined to urge dealers to expand 
their sales forces. 

The salary plus commission or bonus system is held 
to meet the criticisms of the straight commission plan. 
It offers stimulation to the salesman, tends to stabilize 
earnings, yet permits closer relations between em- 
ployer and sales representative. It is true that many 
of the very best salesmen are perfectly satisfied with 
a straight commission and would not willingly accept 
another basis unless they can be shown an equal 
chance for high compensation. This is a matter of 
how the plan is adjusted. 

A very moderate salary is usually recommended— 
just for a bare living, so that the salesman is de- 
pendent on his efforts for the comforts of life. It is 
also held that if bonuses rather than commissions are 


paid in addition to salaries, the payments should be 


frequent enough so that the salesman will not become 
discouraged waiting for his additional remuneration. 

Plans of this character are of course not new in the 
industry, and their success, as has been amply demon- 
strated, is largely dependent on the competence of the 
management. Education of the dealer along these lines 
is the big task of the factories today. 





M. S. Suydam, representative, Flint. 





SALES representatives of the Flint zone, Chevrolet Motor Co., who were in Flint attending conferences called by C. L. 
Garner, zone sales manager. Those in the above picture are, left to right, top row: W. S. Madigan, sales promotion manager, 
Flint; A. F. Pate, sales representative, Saginaw; R. J. Frink, representative, Port Huron; R. K. Hurd, representative, Petoskey; 
Will Power, representative, Bay City; W. P. Church, rebresentative, Grand Rapids; C. P. Dunsmore, car distributor, Flint; 
Bottom row: P. B. Kimmell, representative, Lansing; J. O. Peet, representative, Mus- 
kegon; C. I.. Garner, sales manager, Flint zone; D. C. Barnett, assistant sales manager, Flint zone; F. L. Carpenter, repre- 
sentative, South Bend, Ind.; G. D. Slaymaker, representative, Jackson 
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B. K. Booster Brake 
Adds New Models 


Improvements Simplify Installation and Service; 
eAlso Provide Greater -—Adaptability 


WO new models of the B-K booster brake have 

been placed on the market and are illustrated 

herewith. One of them has a 2:1 internal 

reduction incorporated in it and is applicable 
to both two-wheel and four-wheel brakes. The reason 
for fitting the booster with a 2:1 reduction is briefly 
as follows: In order to get all the braking power 
needed with a moderate size of vacuum cylinder, a con- 
siderable reduction of motion is required between the 
vacuum cylinder piston and the brake lever. Ordinarily 
this reduction is obtained by means of the regular 
brake linkage or hook-up, but in passenger cars it is 
not always convenient to obtain the necessary large 
reduction, besides which a large reduction linkage tends 
to clutter up the chassis. Therefore, a 2:1 reduction 
is combined with the vacuum cylinder and is completely 
enclosed. 

In the original B-K booster for two-wheel brakes the 
valve mechanism was incorporated with the vacuum 
cylinder. This results in a construction of considerable 
length, for which it is not always possible to find room 
on the chassis. For this reason a design has been 
evolved in which a separate valve, similar to the one 
used in connection with the four-wheel brake booster, 
is employed. The valve is of the floating type, a rod 
from the brake pedal entering it at one end and a rod 
connecting to the brake rigging leaving it at the other. 
When there is no vacuum the pedal effort is transmitted 
through the valve directly to the brakes. The brake 
cylinder is rigidly supported on the chassis and its 
piston rod is connected to the brake rigging in the 
usual way. 

A desirable characteristic of this system is that there 
is some degree of proportionality between the pedal 
pressure and the force of brake application. Assume 
that the driver depresses the brake pedal to a certain 
point and stops there. Then, communication between 





Type F. W. 


F-W booster cylinder with 2:1 en- 
closed reduction 





Type X T % Valve 


Vacuum valve for use with the 
P.B.L. cylinder 


the inlet manifold and the brake cylinder being estab- 
lished, air will be drawn out of the brake cylinder and 
the cylinder set in motion to: apply the rear brakes. 
But as the valve chamber is incorporated directly in 
the linkage of the rear brakes, when these are applied 
the valve housing moves, with the result that when the 
tension on the brakes has reached a certain value, the 
valve seat comes up to the diaphragm and shuts off 
communication between the inlet manifold and the brake 
cylinder. The vacuum being held in the cylinder at 
the value reached at that moment. 

Consequently to each position of the brake pedal there 
is a corresponding degree of vacuum in the brake cylin- 
der and a definite tension in the linkage of the rear 
wheel brakes. 

One of the advantages of this brake is that it auto- 
matically proportions the force of brake application 
between the front and the rear brakes. Wear of the 
brake lining is automatically compensated for by the 
piston moving further into the brake cylinder. Another 
feature of the B-K system is the separate regulating 
device which goes on the dash and serves to regulate 
the limiting braking force available for different con- 
ditions of road surface, such as dry, wet or icy. By 
moving the indicator of this device from one position 
to another, the degree of vacuum which can be reached 
in the brake cylinder is varied, the maximum vacuum 
corresponding to the dry and the minimum to the icy 
road surface. 7 

The new B-K vacuum servo mechanism may be in- 
stalled on any type of braking system, and units suitable 
for the various makes of cars are now available from 
the manufacturer. 

These new products of the Bragg-Kliesrath Corp., 
Long Island City, N. Y., were shown to the public for 
the first time at the American Electric Railway Associa- 
tion show in Cleveland. 





Type P.B.L. 


P.B.L. booster cylinder, which 1s 
shorter than the usual design 
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Questions cAnswered By (. Edward Packer 








Adjusting Whippet Carbu- 
retor 


I would like to have information on the 
adjustment of the Tillotson carburetor used 
on the Whippet 6, Model 98. We do not 
seem to get any mileage for a car of that size 
and weight, 12 to 14 miles being the best we 
can get per gallon. If you will furnish me 
with the necessary information for adjusting 
this carburetor, I will appreciate it very 
much.—Western Reader. 





F course, you appreciate that the 
mileage per gallon varies greatly 
with the manner in which the car is 
driven. Driving the car hard, of 


course, results in fewer miles per gal-. 


lon. If you feel that the fault lies in 
the carburetor, proceed as follows to 
make adjustments: 

First—Close main adjusting needle 
“MA” by turning to the right or up 
until the needle is seated (never force 
tightly against the seat), then open 
by turning to the left or down two 
complete turns. 

Second—Close the by-pass or low 
speed adjusting needle “KS” until it 
is seated by turning to the right or in, 
then open by turning to the left or out 
one-half turn. Thus adjusted, the en- 
gine should start and operate. 

Third—Set throttle lever on steer- 
ing column to operate engine at a speed 
equivalent to 25 miles per hour car 
speed (never race engine while running 
idle). Start engine and run until thor- 
oughly warm. 

Fourth—Retard the spark control 
fully. With the engine running idle, 
approximately 25 miles per hour car 
speed, gradually turn the main adjust- 
ing needle “MA” to the right or up 
to a point where the engine slows 
down for the want of fuel. When this 





point is reached, stop and gradually 
turn in the reverse direction until that 
position is found where engine runs 
free. This adjustment should be care- 
fully made, for gasoline economy can- 
not be obtained if the needle is allowed 
to pass over the point of sufficient fuel 
delivery to give good power and free 
running. 

Fifth—Close the throttle fully and 
with the spark fully retarded, set throt- 
tle lever stop screw to run engine fas- 
ter than is desired for normal idling 
speed. Now turn low speed adjusting 
needle gradually to the left or out, 
thinning the mixture, until a noticeable 
flutter or missing occurs. At this 
point turn in the reverse direction only 
to that position where the engine again 
fires evenly. Leave this adjustment at 
the position delivering just as thin a 
mixture as will properly idle the en- 
gine. Now carefully adjust the throt- 
tle lever stop screw to operate the en- 
gine at the desired idling speed. 





Chandler Transmision 


Will you please tell me in detail just how 
the traffic transmission, that was used on 
Chandler cars, operated?—Laurence Calbrese, 
Box 9, Glendine, Montana. 

HE traffic transmission as used on 
the Chandler cars in 1924 did away 
with the necessity for sliding gears 
into mesh laterally and effected gear 


——-, 
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changes by means of a system of slid- 
ing keys. The general arrangement of 
the gear shaft was substantially the 
same as in the conventional form of 
gearset. That is, there was a primary 
shaft which connected to the clutch and 
which carried what is generally re- 
ferred to as a constant mesh pinion, 
which latter runs together with the 
constant mesh gear on the secondary 
shaft. In line with the primary shaft 
was the third motion shaft which could 
be locked to the primary shaft by 
means of a positive clutch of the inter- 
nal and spur gear type for the direct 


\, into engagement. 
_ started to turn in engagement, the pres- 
_ sure of the gear carried it all the way 


drive. The secondary shaft, in addi- 
tion to the constant mesh gear, carried 
pinions for the intermediate and low 
speeds and for the reverse. These 
pinions remained constantly in mesh 
with corresponding gears on the third 
motion shaft which gears normally 
turned free on that shaft. It was in 
the keys used for making fast the 
gears to the third motion shaft that 
the chief novelty of the design lay. 

All of the gears were mounted on 
collars or rings which acted as support- 
ing bearings. The gears were locked 
to the shaft by means of sliding keys 
which could be moved endwise through 
the semi-circular groove in the shaft 
until they were under the ring corre- 
sponding to the gear that was to be 
engaged. When the keys had reached 
this position they were automatically 
rotated around their longitudinal axis 
and the lugs on them engaged with 
teeth which were formed on the inside 
of the gears. When in the neutral po- 
sition the keys lay wholly within the 
grooves in the shaft, the lugs on the 
keys then being depressed under the 
bearing from which the gears revolved. 
When the keys were shifted the lugs 
cleared these rings. When the keys 
were being withdrawn from engage- 
ment the sloping sides of the lugs act- 
ed as cams bearing against the bevel- 
ed edge of the bearing ring, thus de- 
pressing the lugs. 

Spring plungers bearing against the 
flat surfaces of the keys pressed them 
As soon as the key 


to its proper position, one of the keys 
taking the driving stress while the 
others took up the back lash. 

The cutaway view of the entire trans- 
mission layout shows how all gears are 
in-mesh at al times. 
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Checking Gas Mileage 


I would appreciate it very much if you 
would inform me if I can find out gasoline 
consumption of a car by disconnecting the 
vacuum from the main pipe of the gasoline 
tank and if there would be any irregularity 
in the performance of the engine by such 
a disconnection. I also wish to know if any 
air goes in or out of the vacuum tank 
through the pipe which connects the main 
line to the gasoline tank.—Felipe Agrelot. 


N making your test, you would do 

well to plug the line from the 
vacuum tank to the manifold to pre- 
vent irregular operation at low speed. 
That is, just disconnect this line and 
put a piece of tape over the end of it. 
No air ever enters the gas line that 
connects the gasoline tank with the 
vacuum tank unless the gasoline tank 
runs dry. In making your test, dis- 
connect the gasoline tank to vacuum 
tank line at the vacuum tank. Remove 
and tape the line that connects the 
vacuum tank to the manifold. Run your 
engine until it has run out of gasoline 
and stopped of its own accord. Then 
place one quart (carefully measured) 
of gasoline in the vacuum tank. If 
you are seeking maximum mileage, 
operate your car at a speed of 25 to 
28 m.p.h. on a level road, free of traffic. 
To compensate for wind interference, 
it would be well to make two runs, one 
with the wind and one against it. Of 
course, your efforts will be no more 
accurate than your speedometer so it 
is well to test your speedometer on a 
measured mile as is frequently found 
on state highways. Naturally the 
odometer should be set to zero before 
starting the run. The distance covered 
multiplied by 4 is your mileage per 
gallon. 
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Model A Ford Brake 
Adjustment 


We are having trouble with the brakes on 
a model “‘A”’ Ford coach, engine No. 88948. 
This car is equipped with the emergency brake 
lever on the left side. We have followed the 
instructions given by the Ford Motor Com- 
pany and also those given in Moror AGE 
some time ago, but have failed to get the 
brakes to hold the car. The car in question 
has been driven 3000 miles and the brake 
lining seems to be good. The equalizer re- 
mains in the center and the brake lever stands 
up and down when the brake is in the oft 
position. We have washed off the brake 
bands and roughened the lining with a wire 
brush. The brake rods are not adjustable 
as on the earlier models. It’s the rear brake 
we can’t get to hold. We can drag the 
front ones if we set them up tight. Any in- 
formation on this will be appreciated.—Wis- 
consin Reader. 


T is not intended by the Ford Motor 
Company that any adjustment shall 
be made on the levers or rods of the 
model “A” braking system. To check 
up on these brakes, jack all wheels 


about one inch from the floor, then 
tighten all brake cams ‘so that all 
wheels are locked, being sure to have 
your rear cams a little tighter than the 
front ones. Then back off the rear 
cams 6 notches and the front ones 8. 
That will give you a little greater clear- 
ance in the front than in the back. In 
other words, your rear wheels should 
take hold first. Then pulling the 
emergency lever up to the second notch, 
your rear wheels should just begin to 
drag, and the front ones should be 
free. When the lever is pulled to the 
third notch, the rear wheels should be 
locked and the front ones dragging 
considerably. That is the only means 
of adjusting or equalizing the brakes 
and should you find that the rear ones 
do not take hold quick enough, it will 
be necessary to turn up on the cams 
a little. 





No Need to Pull Engine 


Will the engine in a model 62 Chrysler 
have to be pulled in order to get at the rear 
main bearing and the front main bearing P— 
E. M. Peek, P. O. Box 185, Trilby, Fla. 


[’ is unnecessary to pull the engine 
in the Chrysler 62 to get at the 
front and rear main bearings. 


CLEARING HOUSE] 








SHOP KINKS 
Meas that have proved useful 


AVING had much diffi- 

culty in locating fine 
leaks in inner tubes, I have 
constructed a special tube 
testing tank. This is of the 
conventional size, but the 
bottom is made of plate 
glass. Underneath the glass 
is an electric bulb and the 
slightest bubble rising from 
the tube can be instantly 
detected. — Fred Salzman, 
Salzman Bros., Troutdale, 
Ore. 





Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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Synchronizing Packard 
Points 


Please explain to me just how to sychro- 

nize the breaker points on the 1928 Packard 

6 and §8-cylinder cars. Is it done by the 

flywheel or just how do you use the tool 

that is supplied for this.—S. E. Archhibald, 

10 Charlotte Avenue, Bradford, Penna. 

HE better way to synchronize 

these points is to use the Delco- 
Remy synchronizing tool especially sup- 
plied for this purpose. The tool for the 
6-cylinder car is designated as No. 
820751. The tool for the 8-cylinder car 
is known as No. 822965. In either case, 
the tool is put on the breaker shaft in 
place of the cam. Into one of the 
notches of the tool the fibre flock of 
the non-adjustable breaker arm should 
be firmly placed. The moving arm 
should then be adjusted so that it fits 
firmly against the other notch in the 
tool. 

In the absence of such a tool, the 
ignition unit can be placed on a test 
bench that uses a rotary spark gap and 
the breakers so adjusted that on the 
6-cylinder job they open at intervals 
of exactly 60 deg. of distributor travel 
and on the 8-cylinder job at 45 deg. 
of distributor travel. The flywheel can 
be used for synchronizing as follows: 
On the 8-cylinder car set the spark lever 
in the fully advanced position and bring 
No. 1 piston to within 21/32 of an 
inch of top dead center of the com- 
pression stroke as measured on the fly- 
wheel. Then adjust the front breaker 
point so that it is just opening. Then 
repeat this operation, using No. 7 
piston, and have the rear breaker point 
just opening. For the 6, proceed in 
the same manner, but make the timing 
on No. 1 for the front breaker point 
and No. 5 for the rear breaker point. 





Killing a Squeak 
I have a 24-48 Master Buick that squeaks 
under the upholstering in the top. It was 
some time ago that the trouble started. 
Then I found the body bolts loose. Tight- 
ening them did not overcome the trouble. 
This seems to be in the left front corner. 
I thought of putting shims under the front 
corner, or of putting braces in the top 
and will appreciate any advice that you 
could give me as to which will be the best 
way of silencing this noise.—N. H. Van- 
stavern, Sinks Grove, W. Va. 
HE corner that is squeaking in 
your car is constructed with a 
dove-tailed joint. Through this joint 
a bolt extends from top to bottom. The 
only way you could gain access to it 
would be by removing the roof cover- 
ing, and even then there is a danger 
that the bolt would turn and you would 
not be able to draw the joint up tight. 
Consequently, the most logical method 
of tightening this corner is to use a 
heavy corner iron screwed into place. 
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Meaning of Brake Horse- 
power 


What is the meaning of brake horsepower 
at specified speed? In Motor Ace a 1928 
Graham-Paige, 8-cylinder, Model 835, shows 
the maximum brake horsepower as being 123 
at 3200 r.p.m. Does that mean 123 miles per 
hour at 3200 r.p.m.P—R. Tehan, 102 Myrtle 
Street, Medford, Mass. 


HE figures given refer only to en- 

gine performance and ,not to car 
speed. What they mean is that the en- 
gine is capable of developing 123 brake 
horsepower at 3200 revolutions per 
minute. To make this a little clearer, 
we are showing a diagram which will 
illustrate how horsepower is figured. 
Actually, however, the friction between 
the flywheel and arm would be so 
great as to burn up the arm, but the 
principle is brought out in_ the 
sketch. The formula for horsepower is 


23.1416 R. F. N. 
33,000 





What you actually get here in multi- 
plying 23.1416xR, or the radius, is 
the circumference or distance through 
which the force is acting. For 
the letter F you should substitute the 
force in pounds as shown on the scale, 





and for this letter N in the formula 
substitute the number of revolutions 
per minute that the engine is turning 
out. Now with the diagram we are us- 
ing, let us assume that the engine is 
exerting a 40 lb. force at the end of a 
3 ft. arm and is turning at 500 r.p.m. 
You will find that the circumference or 
distance through which the force is 
acting is 18.849 ft., for the force in 
pounds is 40, giving us 753.98 ft. 
pounds. Multiplying this by 500, the 
number of revolutions per minute, 
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gives us 376,992 ft. Ibs. per minute. Third Brush Machines Only 


As 33,000 ft. lbs. per minute equals 
one hp., we divide 376,992 ft. lbs. by 
33,000 and find that the engine is de- 
veloping 11.4 brake horsepower. 


Another Hot One 


We have a late 1925 Hudson Super Six 





. that overheats and boils water at 35 miles 


per hour or more. We installed a new re- 
placement core on this car. We have cleaned 
this out with lye and radiator compound and 
have also cleaned out the engine, but with 
no improvement. Have installed conduit in 
the radiator hose to prevent it from collaps- 
ing. I have also checked the water pump 
and the circulation is free. The timing and 
ignition are perfect. Please let me know 
what might be causing this car to overheat. 
—L. J. Schultze, Schultze Machine Shop, 
Chenoa, III. 


VERHEATING in some of these 

cars is caused by a very hard 
deposit which forms in the radiator 
core and which no solution could dis- 
lodge. Installing a core of greater cool- 
ing area might be effectual in over- 
coming boiling, provided the core did 
not offer too much resistance to cir- 
culation. Some cores in order to get 
extreme area have such _ restricted 


water passages that they are not 
suitable for use on all engines. 


You 








can check up on this if you can get 
the use of a vacuum gage and install 
it on the suction side of the water 
pump. With the gage installed, speed 
your engine up to what would give your 
car a road speed of approximately 30 
miles per hour. If there is vacuum 
of over two or three inches as indi- 
cated, the radiator resistance of flow 
is too much for use on your car and 
you will then do well to secure one 
that does not have such restricted pas- 
sages. 


Look Different 


In some third brush generators one end of 
the shunt field is connected to the third brush 
and the other end is connected through a fuse 
to ground. I understand this perfectly, but 
why is it that on some other makes of third 
brush generators the shunt field is connected to 
the third brush and the other end to the ig- 
nition coil? On still other generators the 
shunt field is connected to the main positive 
brush and the other end to the third brush, 
while on the Remy generator which has ther- 
mostatic control the field is connected to the 
third brush and the other end is connected 
through the thermostat to ground.—Wisconsin 
Subscriber. 


HE four different cases you point 
out employ the same principle of 
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Four third brush generators, all check- 
ing with the rule for field connections 


connection but appear different. In 
order to get regulation by the third 
brush method, it is necessary to con- 
nect from a main brush to the following 
third brush tracing in the direction of 
armature rotation. We have made 
four sketches to illustrate the four cir- 
cults you have referred to. In each 
case we will assume that the armature 
is turning left hand or counter-clock- 
wise. In the No. 1 sketch we have the 
fuse grounded and one of the main 
brushes grounded. In this way the 
shunt winding is connected to the 
grounded main brush. 


The No. 1 circuit then conforms with 
the rule, for in tracing around to the 
left from the grounded main brush we 
come to the third brush, which is the 
other connection of the field winding. 
The No. 2 circuit appears more compli- 
cated because the connection from the 
live armature brush to the field wind- 
ing is made through the lighting switch. 
This is merely a matter of engineering 
preference so as to open the shunt field 
circuit when the operation of the switch 
turns off the ignition. In this case the 
ignition switch is also serving as a cut- 
out. No. 3 is just a variation from No. 
1, the fuse being omitted and the field 
connection being made on the other side 
of the armature. No. 4 is similar to 
No. 1 except the thermostat is used in 
place of the fuse. 
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scribe our layout. A shelter is suggested over the pumps, 
but rain is rare enough in New Mexico so that this can 
be eliminated in order to give better display to the 
arch over the entrance to the inner drive. The store 
and office building is set back far enough from the side 
street to give space for an air service fixture of some 
kind and another air fixture is located inside for those 
who want to check up on their tires before leaving. 

The room and cabin office is located so that cars may 
drive in and stop in front of it without obstructing 
the passage and also so that it will command the en- 
trance to make it impossible for guests to slip out in 
the morning without being seen—not a common occur- 
rence, we hope, but nevertheless worth considering. 

In laying out the cabins and rooms, it might be well 
to use both cabins and single rooms as we have done, 
for in that way a greater number of combinations can 
be taken care of. You will note that there is a large 
suite of four rooms, bath, and living room and from 
that down to one room with bath. If you are in high 
altitude where the nights are chilly—we haven’t looked 
it up—the fireplaces would be features to bring a better 
rental or at least make a more satisfied customer. 

The number of cars that must be accommodated when 
the rooms are full will vary from day to day and it 
may be that there will be too few parking spaces some 
days, depending on whether there were a predominance 
of roadsters or five and seven-passenger cars well 
loaded. The cars are parked about as close as they 
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(Continued from page 33) 





could be to permit handling luggage, etc., but when nec- 


essary the wash rack would hold cars and three more 


could be parked parallel with the filling station office 
facing the grease rack and the two-room suite beside 
the room office could be eliminated and its space used 
for two cars or three if a little more space were taken 
from the office. 

There should be some good eating accommodations 
in the neighborhood if this place is to be a success, 
and we would suggest that the nature of these eating 
places determine the nature of the rooms you should 
build. If there are good, high grade restaurants or 
tea rooms, your rooms may be as high grade and ex- 
pensive as you can make them, but if there is nothing 
but cheap food, and poor places, you must cater to 
people who patronize such places. You could establish 
your own dining room but that would complicate your 
business and unless you are a good executive, would 
be precarious. 

Showers have not been provided for the center build- 
ing because the necessary dressing rooms would con- 
sume considerable space and be a great trial to you. 
It would be much better to have showers with some 
of the rooms and let the others go without. 

This layout could be executed in adobe brick and 
stucco in the Spanish style very nicely, the paved walk 
around two sides with sort of shelter or portico over 
it and red tile on some of the roofs would make the 
whole very attractitve. 





He Sold 258 Cars in Half a Year 





enough used cars to beat my guarantee. 
to do. 
doing it. 

“In 1924 I went out to Mesquite, Tex., and later to 
Royce City. I worked for automobile dealers in those 
towns, and sold used cars. Sometimes I catch a new 
car prospect and sell him, but that is entirely a sideline 
with me. I had relatives at Mesquite. About three 
years ago I came back to Dallas and went to work for 
the Shelton Chevrolet Co. in their used car organiza- 
tion. It was a fine thing for me. 

“I’m not kidding about this: A successful used car 
salesman has to have good used cars to sell. A lot 
of my business is repeat business. That may mean 
that I made a good impression on the purchaser who 


It wasn’t easy 
But I guess I learned to plug while I was 


(Continued from page 27) 





came back. Probably it does; I try hard enough to 
make one. But that isn’t enough. He took one of our 
cars, drove it a long way, got to liking it, satisfied 
himself that it was worth the money, and, when he 
needed another one he felt sure that he would get a 
good one from us. Maybe he told several other people 
who needed or wanted to buy used cars. 

“I do this much, however: I follow up all my sales. 
After I sell a man a car, I make it my business to 
see him. I try to help him reach a favorable conclusion 
about that car. I want him to help me sell more used 
cars. And he does.” 

Shorty has a secret. 
initial stands for. 

“Just call it ‘Lucky’,” he said. 


He won’t tell what his middle 





New Landis Shock Diffuser 





During compression movement of the car spring, 
the operating arms D are raised, which through 
journal C, crank G and yoke K, in turn pull the alum- 
inum alloy piston L downward in cylinder R, opening 
valve P on head of piston L, filling cylinder with oil. 
When the motion is reversed, or recoil starts, valve P 
closes and piston L moves’ upward, forces oil 
through by-pass which is adjusted at the fac- 
tory to the proper size by means of the screw U so 


(Continued from page 31) 





that the proper time element can be introduced for 
recoil movement of the car spring to be controlled. 
The discharge from the by-pass outlet is tangential to 
inner wall of container V and at a downward angle. 
The rapid flow of oil from the nozzle causes a whirl- 
ing motion of the oil as indicated by the arrows, forc- 
ing main body of oil upward through center of con- 
tainer end through center of piston L in direction 
necessary to fill cylinder R when valve P opens. 
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Prices, Weights and Equipment of CurrentPassenger Car Models 







































































































































































: Passengers : Passengers F = ; | 
i ss ‘ e - g - oil 33 i i Standard 
Medel = | OE 3 Medel | 9 Medel = | 9 | 8 | 3-$| Equipment 
CADI C341" CUNNINGHAM “> 
‘ rae —- 2p. Coupe. ..... 795}... 
Important changes in 2p. Roadster... .|§3350 4p. Sp. Touring..|$6500 Sp. Sedan. 7y5} 
e e ° Pp. on.... : a ham. 
Specifications and Price }} 4p sp. Phaeton. 7p. Touring... .} 7000 ia ties wah 
i last issue: 4p. Coupe...... 8000 2-4p. Sp. Rdster | 1025} 2 
Tables since z 4p So, Raster |eiotsl 2 
6p. Limousine.. .| 8500 Coupe.....}| 975} 2 
5p. Sedan....... 975) 2 
5p. Sedan... .... 1075} 4 
DAVIS ‘‘99” 5p. Brougham...} 1175) 4 
4p. Polo Rdster../$1795 "3° 
FORD 5p. Touring 1795 5p. Sedan...... 1385] 4 
4p. Coupe...... 1865 5p. Brougham.. .| 1550} 4 
* 5p. Emp. Sedan | 1885 
Weights 
DE SOTO 
Hy — vt — 
5p. Imperial Cab} p ton. . “6-70” 
7p. Im = im ty Render 4p. Raodster ; mee 2/2580/ahor 
} Club Cab’t. . 2p. Bus. Cupe p. Touring. ..{ 1299}. .].. .. 
66 9? 5p. Phaeton Sed. 5p. Sedan...... p. Brougham...| 1295} 2/2670jahnr 
MOON 6-72 bp, Im. Pha. Sed.} 5 5p. Sedan. ..... Sedan. ee 1295} 4/2750jahnr 
A alae eny 2-4. Roadster, | 1305] 2 
ownUa n Pp. r 
New Sedan * “Linea esiton. DIANA “St. 8” 5p. Touring.....} 1395]..].... 
5p. Phaeton... . .|$1695 2-4p. Coupe.. 1395} 2 
5p. Roy. Rdster.} 1795 p. Sedan....... 1395} 4 
CHANDLER 5p. P.B. Rdster..| 1895 g.78 Royal’. 
“65” 5p. Cab. Rdster.} 1995 4p. Roadster. 1495). .}.... 
5p. Touring... 5p. Collap. Rdstr.}| 2195 5p. Touring.. 1405). .1.... 
5p. ter. 5p. 2d. Sedan. 1795 4p. Coupe...... 1495). . 
3p. ee 5p. 4d. Sedan. 2095 p. Sedan....... 1495}. .1.... 
— 5p. Sedan... .... “8-82” 
. ———= |] 2-4p. Cou 5-7p. Touring. . .| 1695]. .].... 
. 5p. DeL. Sedan.. DODGE BROS. 2-4p. Roadster 1695} 2/.. 
Passengers a ol? = — 2-4p. Cabriolet. . 66 ” p. Coupe os 1695) 2).. 
Male (Ox ils S| Enunees “Royal 75 2-4p. Conv’tCab.| $ bp. Std. Sedan. .| 1695) 4 
ca leize t Tl Sp. Sedan, 2d. . 2p. Coupe...... 5p. Prin. Sedan..| 1895} 4}. . 
2-4p. Coupe. sel 5p. Sedan....... “8.91” 
5p. 4d.. 5p. Sedan DeL 2-4p. Roadster 1995]. .}.. 
AUBURN 5p. Sp. Sed. DeL 4p. Coupe. ..... 2295}. .|... 

“76” “Big Six” “Victory 6 p. Prin. Bro’m..} 2295} 4]... .|aeghmnoprux 
2-4p. Roadster. ./$1195) 3 aeg 7p. Touring..... 5p. Touring... 5p. Prin. Sedan..| 2295] 4]... .|aeghmmoprux 
5p. Touring.....} 1195) 4/3070/aeghmarw 5p. Met. Sedan... 5p. Sp. Touring..| 1 “120” 
4p. Cabriolet... .| 1395 , 3125|aeghmnru 4p. Coupe. ..... 4p. Sp. Roadster} 1245 5-7p. Touring... .| 2465] 4]... .}beghnprx 
5p. Sp. Sedan. ..| 1295) 4/3300jaeghimnru ~ |] 3p. Ctry. Club 2p. Coupe. ..... 1045 p. Std. Sedan. .}| 2465] 4]... ./aeghmnoprtx 

p. Sedan....... 1395} 4/3300jaeghjmnru 5p. Royal 4p. Coupe DeL..{ 1170 7p. Sedan. . 4)... .jaeghmnoprtx 
5p. Victoria... .. 1395] 4).... 2-4p. Cabriolet 5p. Sedan....... 1095 

‘88’ 7p. Sedan... .... 4p. Bro 1095 
2-4p. Roadster. .| 1495] 3/3265|aeghmnorw 7p. Sed 4p. DeL. Bro’m 
2p. ane... .| 1695} 213245|aeghmarw 85” 5p. DeL. Sedan. ERSKINE SIX 
5p. To .| 1495] 413380|aeghmorw 7p. Touring. ... 5p. Sp. Sedan. . . “52” 
4p. Cabri et... 1695} 213410jaeghmnru ij 4p. Coupe...... **Senior” 5p. Tearing .| $835) 4]... 
5p. Phaeton Sed. 1895} 4/3600]aeghmnr 4p. Ctry. Club 5p. Vic. Bro’m. . he Sedan. 2i.. 
5p. Sp. 1595} 4/3590jaeghimnru Sedan....... 5p. Sedan. ...... Cabriolet... . . 2}. . 
bp. Sedan...... 1695} 4/3590]aeghjmnru ae 2-4p. Coupe.....}] 1675]..]....Jagmnp |] Sp. Sedan....... 4 
5p. Victoria... 1695) 4].... 3. Sp. Cabriolet. . 5p. Sport 4p. Royal Cab. . 2i.. 

- 2 5p. DeL. Sedan.. 2-4p. Sp. Coupe 5p. Royal Sedan.| 1045] 4 
2-4p. Roadster. .| 1995] 3/3655 7p. Berline Sed. . 5p. Landau Sed..| 1845]. .}.... 
2p. Speedster... .| 2195} 2/3590|aeghmnr 
5p. Touring.....]..... ‘l .jaeghmnarw 
7p. Touring.....]..... aeghmnrw du PONT “‘E” ESSEX 
2-4p. Cabriolet...| 2195 2 3880] Beghjmnru CHEVROLET 4p. eee... . . .|$2800 Six” 
5p. Phaeton Sed.| 2395] 4/3990jaeghmnr 2p. Roadster... . 4 —- 5p. Phaeton.. ...]| $750] 4 
5p. Sp. Sedan... .| 2005) 4/3995jaeghimnpru |} 5p. Touring.....| 495] 4|2000ldr Sf] 4p. Coupe... p. 2 
5p. Sedan....... 2195} 4/3995jaeghjmnpru jj 5p. Coach...... = Conv't tCoupe 2-4p. Coupe. 2 
7p. Sedan....... 2445) 4]... ./aeghjmnpru > ae 5p. Sedan...... 5p. Sedan....... 4 

ree 5p. Con. Sedan 5p. Coach...... 2 
4p. Con.Sp. Cab “a” 
141” W.B. 

BUICK —_ r....|$4360]..].... 

“116” na -_ Phaeton..| 4560}. .].... FALCON- 
bp. Phaeton. . . ./$1225] 4)... jag YSLER 7p. Touring.....| 4560]. .].... IGHT 
2p. Bus. Coupe..} 1195] 2)... .lag “65” ..-Conv. Coupe.| 4360]. .].... “12” 
5p. Sedan 2d. . 1220} 2)... .jagt . Roadster . Club Sedan. .}| 4360]. .].... 5p. Touring.....| 995}. 
5p. Sedan 4d. 1320] 4)... .jagt 5p. Touring... 5p. Sedan.......} 4410)..].... 4p. G.G. Rdster.} 1195). 

“121” 2p. Bus. Coupe. 5p. Victoria.....} 4410)..].... wr 
4p. Sp. Roadster] 1325 aghmn 5p. Sedan, 2d. . 5p. Limousine.. .| 4675}]..].... 5p. Sedan....... 995} 2/2800/ghnr 
3p. Bus. Coupe..} 1395]. aghmn 5p. Sedan, 4d 7p. Sedan.... ..| 4675]..].... 2-4p. Coupe. 1045) . 
4p. Spec. Coupe.} 1450). . aghmn 2-4p. Coupe. . Limousine... .| 4875}. .}.... 5p. Sedan. ..... 1095} 4|2875ighor 
5p. C. C. n.| 1450}.. aghmnt “— . Conv. Sedan.| 5150|..|.... 
5p. Sedan....... 1520] 4 aghmnt 2-4p. Roadster. . ..Town Cab. .| 5750|..|.... 

“129” 2-4p. Coupe... . . 
5p. Phaeton. 1525) 4]..../aghmn 5p. Royal Sedan. FORD “A” 
7p. Touring. 1550}. . .Jaghmn 4-5p. Town Sedan 2-4p. Roadster. .| $385} 2 2066 Bgnr 
5p. Coupe...... 1865} . . aghmn imp. “*80” “‘Four” 5p. Phaeton..... 4 2150 Bgnr 
5p. C. C. Sedan.| 1875). . aghmnt 2-4p. ter al 2p. Bus. Coupe.. 2 2170 Bghnr 
4p. Conv’t. Cpe..| 1875). . n 5p. Sedan....... . .Coupe,...... 5p. Tudor Sedan 2 2336 Bghnr 
5p. Sedan 4d 1935) 4 aghpmnt 7p. Sedan... .... 5p. Sedan....... 2-4p. Spt. 550! 2 2223 Behar 
7p. Sedan...... 2045) 4 n 5p. Town Sedan. 5p. Sedan... .... 2p. Std. Coupe..| 550 2 2220 Bghnr 
7p. Limousine...| 2145) 4 aghmnt 7p. Sedan Lim... 2-4p. Conv. Cab.}...../.. 5p. Fordor 625; 4 2386 Behor 

KEY TO SYMBOLS 
*—Italic figures denote shipping e—Type of wheels optional. i—Trunk and trunk rack. heater. eV set. 
weight. D—Disk wheels with spare. | aes cae 0 Ge p—Cigar lighter.  Windsineld wings 
A—Wood wheels with spare. d—Disk wheels. —Spare tire. r—Rear ee signal. z—Clock. 
a—Wood wheels. a and rear bumpers 1—Spare tire lock. ay length. 
B—Wire wheels with spare. —Front m—Engine heat indicator. t—Vauity a smoking set. Prices on application. 
b—Wire wheels —Shoek absorbers or snubbers a—Dash gasoline gage. a—Smoking set. 
C—Optiona] wheeis with spare. peek a windshield wiper 





Prices, Weights and Equipment of Current Passenger Car 


Motor Age 


Models 
















































































































































































P s Passengers . Passengers : & Passengers , > 
5 g el = Standard and S S 3 <i Standard an a g ele = Standard an S g 3 » = Standard 
Medel ce 3 FY Equipment Medel elle Equipment Model ce 3 2s Equipment Model ce lsice Equipment 
FRANKLIN HUPMOBILE LINCOLN MARMON . 
ies 12 B’ “Century 6” os **68” 
119” W.B. 5p. Phaeton... . |$1425 2p. Spt. Raster. .|$4600] 2/4700|aegkinprx 2-4p. Roadster . . |$1565 
3p. Coune. .. 3450| aeghkinprx 2-4p. Sportster. .| 1435 2-4p. Club Rdstr.| 4600]. .|4740 ol 5p. Sedan....... 1465 
4-5p. Vic. Bro’m 3550\aeghikinprx || 7p. Phaeton... .| 1459 7p. Spt. Touring.| 4600] 4|4940\aegkInprx 4p. Vic. Coupe. .| 1520 
5p. Sedan....... 3580\aeghkinprtx || 5p. Sedan 2d... .| 1349 4p. Spt. Phaeton.| 4600| 4/4910/begjklnprwx || 2-4p. Coupe. 1465 
5p. Ox. Sedan... 3580\aeghkinprtx || 4p. Coupe...... 1385 4p. Coupe...... 4600] 2)4805]aegkinprx “78” 
5p. Spt. Sedan. . 3630\aeghikinprtx || 5p. Sedan....... 1395 4p. Sedan....... 4800| 4/4930]aegiklnprx 2-4p. Roadster. .| 1965 
3-5p. Con’ vt Cpe. 3510\aeghklnprx 4p. Cabriolet. .| 1475 5p. Sedan....... 4800| 4}5010\jaegkInprtx 2-4p. Coupe.....]| 1965 
128” W. “Century 8” 2p. Coupe...... 5000} . . |4720/aeghkinprx 4p. Vic. Coupe. .| 2065 
2-4p.Sp.Runab’t. 3440\aeghkinprx 5p. Phaeton.....} 1905). 7p. Sedan....... 5000} 4|5050\aegkinprtx |] 5p. Sedan....... 1965 : 
Sp. Sp. Touring... 3630\aeghkinprx || 2-4p. Sportster. .| 1915 7p. Limousine.. .| 5200} 4]5165jaegkInprtx “E.75” 
7p. Touring... ..] 3060}. ./3630|aeghkinprx jj 7p. Phaeton.....| 1935 4p. Berline.. .... 5500}. .{5070\aeghkInprx || 2p. Speedster 3485 : 
7p. Sedan....... 3790|aeghkinprtx || 5p. Sedan, 2d...] 1825 7p. Limousine...| 6000]. .|/5380jaeghkInprx |} 4p. S ter 3485 
7p. Ox. Sedan. . 3790\aeghkinprtx |j 4p. Coupe...... 1865) . . 7p. Brougham. .| 6500]. ./5025jaeghkinprx || 5p. Phaeton... .| 3485 ; 
7p. Limousine. . 3870\aeghkinprtx || 5p. Sedan, 4d...) 1875 6p. Ber. Landau.}| 6500). .{5090|aeghklapry || 7p. Tour. Speed.| 3565 
aap. Cabriolet. .| 1955]. . 7p. Cabriolet... .| 6600]. ./4985|aeghkinpex 2p. Coupe Rdstr.} 3565 3 
7p. LeBaronCab.| 7000]. .|5165jaeghkinprx || 5p Town Coupe.| 3195 Z 
7p. Holbrook Cab} 7200). .|5205jaeghkinprx 2p. Coupe. ..... 3485 i 
7p. Collap. Cab. | 7300). ./5140jaeghkinprx 4p. Victoria 3485 ; 
GARDNER 5p. Brougham 3565 ee 
“120” 5p. Sedan....... 3565 
4p. Roadster 2]2995/aghmnr 7p. Sedan....... 3640 ’ 
..Sedan.......] 1595]. .].... laghmor 5p. Cus. Sedan. .| 3960 2 
. Cabriolet. ...] 1495]. ..... jaghmor 7p. Cus. Sedan. .| 4075 ; 
Sport Sedan..| 1295]. |... laghmor JORDAN 7p. Cus. Limou..| 4175 
"325" “Cross C’ty 6” 
4p. Roadster... . 2/3040]aeghmnpr 4p. Blue Boy.. . .|$1495 LOCOMOBILE 
..Cabriolet. . .. 3 aeghmnpr 4p. Spt. Salon 1295 **8.70” 
5p. Bro’m 4d.... 413360 aeghjmnr 2-4p. Tomboy 1395 Ha eee. $1995} 4/3525lafghmnr MOON ‘“‘6-60” 
5p. Sedan... .... 4|3380jaeghmnpr _—ijj Op. Sedan....... 1395) 4)2775jaghmaortx =|} 5p. Sedan... .... 1995} 4/3575}afghmmnc* 5p. Phaeton. $895 
Victoria ..|....Jaeghmnpr “JE” e Vie. Coupe. .| 1995) 2]/3600jafghmne: 5p. Coach...... 995 
“130” 4p.Collap Coupe} 1995 “8.80” 5p. Roy Sedan. .| 1195 
2-4p. Roadster. . . .|3440]aeghmnprx 4p. Perm. oe 1995 4p. Spt. Touring.| 3100] 4|3972]beghikimnprx]| 5p. Roy. Sedan..| 1295 
...Cabriolet. . . . os aeghmnprx_ || 5p. Victoria.....} 1995 4p. Coupe Vic.. .| 2775] 2]3820|aeghimnprtx “6-62” 
5p. Brougham. . . 4|3750laeghimnprx || 5p. Sedan.. .... 1995 4p. Coilap. Coupe} 3000} 2/3780jaeghimnprtx |} 5p. Touring 995 
Sp. Sedan....... 4}3790|aeghmnprx Bp. Land. Bro’m} 1995 5p. Sedan....... 2650] 4/3950jaeghimnprtx |} 2p. Roadster 1195 
Victoria..... ..]....faeghmnprx 5p. Brougham... .| 2700] 4/3990jaeghimnprtx jj 5p. Sedan, 1295 
7p. Sedan....... 3150} 4/4140jaeghimnprtx |] 5p. Sedan, 4d...] 1345 
7p. Sub. Sedan. .| 3300} 4 _ aeghilmnprtx “6-72 Std.” 
6p. Cabriolet. 4|....]Beghikimnp |} 2p. Std.Roadster} 1295 
“48” tx .Roy.Roadst’r} 1395}. 
GRAHAM- 4p. Sportif...... § | 415030/afgbkirx 5p. Sedan. ..... 1395 
4p. Roadster....] § | 2]....Jafghkirx 5p. Sedan...... 1445 
“610” 7p. —-- ‘a ; 4/5330 afghkirx 5p. Sedan i ead 1445 
2p. Coupe...... 60} 2/2565 KISSEL 7p. Tour. Lim .. 4|5640lafghkirtx “6-72 — 
p. Sedan....... 4]2825|aghmor “6-73” 6p. Brougham...| § | 4/5464/afghkirtx ee. 1495 
“614” 4p. Cnv. Cp. Rtr/$1695 5p. Vie. Sedan...) § | 4/5600|afghkirtr || ...Sedan...... 1595 ‘ 
4p. Phaeton 2/3140 5p. Broug. 1595 7p. Lim. Enc. Dr.| § | 4/5868/afghkirtx "Petite Sedan.} 1595 ¥ 
4p. Coupe...... 2/3150}aeghmnrt 4p. Coupe Rastr. 1695 7p. Cabriolet. § | 415624lafghkirtx Vic. Coupe. .| 1695 4 
. Sedan....... 4|3240laeghmnrt 5p. Sedan....... 1695 “90” “8-80” s 
“619” “8-95” 4p. Sportif...... 5900} 4/4475 w “err 5p. Petite Sedan.} 2195 F 
4p. Phaeton 213595 7p. Touring... ..} 2095 5p. Sedan. ..... 2195 4 
4p. Coupe...... 2/3645|aeghmnrtx 4p. Speedster 2195 4p. Roadster....| 5900] 2/4370 seghklmnps en4p. Cab. Rdstr} 2095 i 
5p. Sedan....... 4/3775 |aeghmortx 4p. Tourster....]| 2195 4p. Vic. Coupe. .| 2195 
“629” 5p. Broug. Sedan} 1995 7p. Touring 6000}. .}... | 7p. Sedan...... 2395 
7p. Phaeton... ed 4p. Cp. Rdstr.. .} 2095 ) tx 
Sedan....... 414070 Deghjlmnp 5p. Sedan... .... 2095 5p. Vic. Sedan .| 7300] 4/4842/afghimprtx 
4p. Cv. Cp. Rdtr} 2095 7p. Suburban. ...] 7500) 4/4930/afghmprtx 
5p. Town Sedan 414155 Deghimap 5p. Rrougham.. .| 2595 4p. Vic. Sedan...} 7450]..]..../aeghklmnpr || NASH 
7p, Sedan....... 2595 tx Std. 6” 
5p. Coupe...... . (4005 "8-126 7p. Town Bro’m.| 7500] 4/4615|afghmprtx || 2p. Coupe...... $885 
7p. Sedan....... 414150] Deghjlmnp 4p. Tourster....]| 3275 7p. Cabriolet... .| 7500] 4/4615jafghmprtx dp. Gains Cab} 955 
rtx 4p. Speedster... .| 3275 ..-Collap. Cab. .]| 7750]..]....jaeghkimnpr |] 5p. Sedan....... 885 ‘. 
2-4p. Cabriolet 213930le 4p. Cv. Cp. Rdtr}] 3185 tx 5p. Phaeton 935 
. Coupe.. 2/3965}e 4p. Cp. Rdstr. . .| 3185 5p. Sedan....... 955 ‘ 
“835” 5p. Brougham- 5p. Landau Sed..| 995 E 
7p. Phaeton 7 All Year... .] 3185 “Special 6” f 
bp. sedan....... 414160|Deghjlmnp a Brou. Sedan.| 3275 5p. Phaeton.. ...| 1250 4 
rtx p. Sedan....... 3785 2-4p. Col. Cab...} 1345 : 
5p. Coupe...... . 14130 7 Berline Sed. .}| 3885 2p. Coupe...... 1245 - 
5p. Town Sedan 414155 “ae 5p. Sedan....... 1260 z 
McFARLAN 2-4p. Coupe 1315 BY 
7p. Sedan....... 414290 Degilmap “Str. 8” 5p. Sedan....... 1345 @ 
131” W.B. 4p. Vie. Coupe. .| 1345 4 
2-4p. Cabriolet. . 214085 Dedhilmap 2p. ister... .1$3050} 2/3400/afghimnprx “Advance” & 
5p. Touring.....| 2650] 4/3400jafghimn 121” W.B. a 
2p. Coupe...... 214060 Dehilmap 7p. Touring.....]| 2750] 4/3450jafghimnprx |] Sp. Sedan....... 1480 Ry 
LASALLE 4p. Sp. Phaeton .| 3180] 4/3200j/afghimnprx . Sedan....... 1550 Be 
125” W.B. 3p. Town Coupe.| 3180} 2/3650/afghlmnprx 130” W.B. z 
2p. Roadster. . . .|$2345 5p. Sedan....... 3180} 4/3650l/afghimnprx 7p. Phaeton. . 1550 Pe 
4p. Phaeton... ..} 2295} 4 4170 aeghlmnprx 4 ee 3180] 4/3650/afghimnaprx 2-4p. Col. Cab...| 1660 ES 
HUDSON 4p. Sp. Phaeton.| 2875] 4|....|Beghjkmnpr || 7p. Town Car...| 4600] 4/3750j/afghimnprx 2-4p. Coupe.. ...| 1775 Ps 
118” W.B. 8x 136” W.B. 5p. Landau Sed..} 1925 re 
2-4p. Roadster. ./$1295] 2|3355|ahmnr 134” W.B. 7p. Sedan... ... 3680| 4/4000] afghimnprx . 
2-4p. Coupe.....] 1295] 2/3525/ahmnru 5p. Family Sed..| 2450] 2 4580 7p Sub Sedan. .| 3780] 4/4000jafghimnprx |] 7p. Sedan....... 1990 “ 
Coach. 1250} 2/3575jahmnru 2-4p. Coupe.....' 2495) 2 4340 “TV6” ! 
5p. Sedan pe: 1325] 4/3645/ahmoru 2-4p. Con. Coupe 2595). . 4165 2p. Roadster. . . io 2/4300/afghimnprx |} 7p. Imp. Sedan..| 2165 P: 
127” W.B. 5p. Sedan....... 2595]. . 4520 5p. Spt. Tour. ..} 5600 ‘ 4700 afghimnprx € 
7p. Phaeton.....] 1650} 4/3630 5p. Coupe...... 2625]. . 4365 aeghlmnprtx |] 7p. Touring.....| 5700) 4 4700 afghimnprx ; 
5p. Landau Sed..| 1650} 4/3805/aghmnru 5p. Con. Landau. 2725)... .... 5p. Sedan....... 6720 ‘ 5200 afghimnprx 
5p. Std. Sedan. .| 1450} 4 3750 aghmnru 7p. Sedan....... 2775| 4 4645 aeghlmnprtx || 7p. Sedan....... 6720 4 5200 afghlmnprx OAKLAND 
4p. Victoria. . ..-} 1650] 2/3710 —— 7p. Imp. Sedan.. 2875] 4 4790 aeghlmnprtx || 7p. Sedan....... 6920 4 5200 afghimnprx ““AA-6” 
7p. Sedan....... | 1950} 4/3945|aghmnru 5p. Trans. Cab.. 4900) 4... ‘| 7p, Town Car...| 9000 4 5200 afghlmnprx 5p. Sp. Phaeton ../$1095 
KEY TO SYMBOLS 3 
oo — D Dok wheels with BE tee tye > —Cigar lighter % Windshield wings : 
— with spare. no t Pp , w— . 
A—Wood wheels with spare. d —Disk wheels. 0 mn tire. r —Rear signal. x—Clock. 
a —Wood wheels. e —Front and rear bumpers. 1 —Spare tire lock. s —Spotlight. —Overall length. 
B —Wire wheels with spare. f -Front a tp wae m — heat indicator. t —Vanity and smoking set; —Prices on application. 
b — wheels. absorbers or snubbers. gasoline gage. a —Smoking set. 
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tomatic windshield wiper. 
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Prices, Weights and Equi f C P Car Model 
rices, Weights and Equipment of Current rassenger Lar Models 
Passengers ro Passengers ; > Passengers ; Passengers ; > 
a a s : “t| Standard an : S © 5 “w| Standard an , S e|\ = Standard and a H = = Standard 
, ="o . =o! co: 2 S . : . 
Model eels Equipment Model els 2s Equipment Model Ce 2 2s Equipment Model ce 2 oz Equipment 
4p. Sp. Rdster...}$1075) 2)2730\aehjn PIERCE- ROLLS ROYCE STUTZ “BB” 
2-4p. Cabriolet. .} 1155) 2)2825\ahn “Si. Ghost” “Custom” 
5p. 2d. Sedan...} 1045) 2/2890\ahnu “81” n Models.. § ...|Bfghjkmprx 131” W.B. 
3p. Land. Coupe} 1045) 2/2805\ahn 2p. a. . 7 — 2/3350\afghimnrx Closed Models . § ...|Bfghjkmprtx || 2p. S ... .|$3495| 2|4478laefgjlmnprx 
5p. 4d. Sedan. ..| 1145) 4)2980lahnu 4p. Touring.. 2700) 4/3365/afghimnrx “‘New Phan” 4p. Speedster... .| 3595) 4/4509/aeghjlmnprx 
5p. Land. Sedan.| 1265) 4/3050jaehnu 7p. Touring.. 2850] 4/3500/afghlmnorx n Models....| § bi as 4p. 8 ....| 3845] 4/4600/aeghjlmnprx 
° 5p. Club Bro’m..| 2475] 2|3540lafghimnprtx |} Closed Models...| § ...|Begbkmprtx || 2p. Black Hawk.| 4895) 2/4302/beghilmnprx 
OLpeneee.s 2p. Coupe metal.| 2650] 2 3460\afghimnprtx 4p. Black Hawk.} 4945) 2]... .|beghjlmnprx 
5p. Brougham.. .| 3250} 2/3540jafghimnprtx 2p. Coupe. ..... 3495) 2:4649)aegh, Imnprux 
Sp. _ $995] . .|2650]/ceghmnr 2p. Coupe leath.} 2650] 2/3490/afghlmnprtx || STEARNS- 4p. Vic. Coupe. .| 3495 2,4679/aeghjlmnprux 
Bp. Sp. Touring..| 995). .12640|ceghmnr 5p. Club Sedan..| 2750) 4/3635)afghlmnprtx KNIGHT 5p. Coupe. ..... | 2:4769|aeghjimnprux 
2p. Coupe. ..... 925) . .|2650|aeghmnr 2-4p. Coupe met.| 2750} 2/3530|afghlmnprtx “Series 80” 5p. Sedan... .... pone 4/4977 jaeghjlmnprux 
5p. Seine, 2d...| 925] 2/2785|aeghmnr 5p. Sedan....... 2750} 4/3605|afghlmnprtx 126” W.B. 5p. Brougham...} 3570) 4/4820/aegh)lmnprux 
iy: Spt. Coupe. 995! . .|2680}ceghmnr 2-4p. Coupe lea..| 2750} 2/3560/afghlmnprt 2-4. Cab. Rdstr../$2495 2p. Cab. Coupe..| 3695] 2/4520/aeghjlmnprux 
an, 4d...| 1025) 4/2860jaeghmnr 2p. Con’t Cpe. ..| 2850} 2/3455)afghimnprt 5p. C.C.Sedan.. .| 2495} 4 145” W.B. 
:> Landau Sed. 1085] . . /2855}ceghmnrv 5p. Club. Land. .| 2850] 4/3640 afghlmnprt ae? 2495 p. Speedster. 3895| 4/4748/aeghilmnprx 
“DeLuxeSeries”’ 7p. Sedan....... 2850] 4/3700jafghlmnprt 134” W.B. ip CountryClub].....}.. 
> Sp. Phaeton.| 1145} 4/2800/Beghjklmnr |] 4p. Coupe...... 2950} 213490\afghimnprt 5p. Coupe...... 2645 7p. Sedan.. ..... 3895] 415018 aeghjlmaoprtx 
..Sp. Roadster] 1145] 2|2770|/Beghiklmnr |} 2-4p. Conv’t Cpe.| 2950] 2/3525/afghlmnprt 7p. Sedan....... 2345 7p. Sedan Lim. .| 3995) 4/5159/aeghjlmnprtx 
.. Spee Coupe..f 995} 2|/2760laeghjkimn 7p. Enc. Dr. Lim.| 2950] 4/3755j/afghlmnprt 7p. Limousine.. .}| 2945 5p. Collap. 3995}. . |5020 
- yee Coupe.}| 1145} 2}2840|/BeghjkImnr |] 5p. Sedan Land..| 3550} 4/3605jafghimnprt “*F.6-85” 5p. Collap. Lim..}| 4095}. . |5030 
ov zens 1175] 4|3005|Beghjkimnru |] 7p. Sed. Landau.| 3700] 4/3700jafghimnprt 4p. Roadster... .| $250) 2|4252/aeghkimnpr || 7p. Collap. Lim..j 4195). .]... 
oo Sed..} 1235]. .|2005|Beghjklmnru |] 7p.Enc.Dr.Land.| 3800] 4/3755jafghlmnprt wx “We 
5p. Opera Bro’m} 7000]. .|.... 4p. Touring.....| 3250] 4/4322/aeghjkimnpr 131” W.B. 
“36” wx 2p. Black Hawk .| 4895} 2/430: |beghjlmnprx 
OVERLAND 2p. ae. 5875] 2|4560jafghirx 4p. Cab. Rdstr. .| 3550] 2/4500/aeghkimnoprx|/ 5p. Sedan... .. .. 4120) 4/4393 ~ a 
“4” Whippet 4p. Touring.. 5875] 4/4510jafghirx 5p. Cus. Sedan. .| 3350} 4/4562jaeghjkimno || 4p. Sedan....... 4120) 2)... .jaeghjlmnprux 
5p. Touring.....] $455] 4/1985]agr 7p. Touring.. 5875] 4/4595/afghirx rtx 4p. Coupe. ..... 4120). .]... ./aeghjlmnprux 
2-4p. —: 525] 211932/agr . Sedan....... 5875} 4/4815lafghirtx 4p. Coupe...... 3450] 2/4527laeghkimno 5p. u 4|....laeghjlmnprux 
2p. Coupe. ..... 535} 2/2060jaghr 7p. Lim. Enel 5875] 4/4870jafgnirtx rtx 145” W.B 
2-4p. Sane Cab.| 595) 2/2122iaghr 3p. Coupe. ..... 6375] 2/4760/afghirtx 5p. Std. Sedan. .| 3450] 4/4572/aeghjklmno |] 5p. Sedan....... 4495) 4)... ./aeghjlmnprux 
5p. Coach...... 535} 2)2160jaghr 4p. Cpe. 6375] 2|4795jafghirtx rtx 5p. Sedan....... 4545) 4/.... jimnprux 
arr 610} 4/2210/aghr 4p. Sedan.......| 6375] 4/4830jafghirtx 5p. Sedan Lim...| 3700} 4/4647/aeghjkimno || 7p. Sedan.......| 4745) 4)... .|aeghjlmnprtx 
“6” Whippet 7p. Enc. Dr. Lan. 414895/afghirtx rtx 7p. Limousine 4995| 414778/aeghjlmnprtx 
2-4p. Roadster 685} 2/2228\agr 7p. Sedan Land 4/4840lafghirtx 5p. Cus. Sed. Lim.| 3700] 4|4637/aeghjkimno 7p. Landau Lim.| 5295) 4]... .|aeghjlmnprtx 
5p. Touring.. 615) 4/2323\agr 4p. Lim. Enel 6375] 4/4840lafghirtx rtx “Salen Cus.” 
2-4p. Coupe: 695) 2/2356laghr 4p. C. C. 6475] 4/4805jafghir 7p. Sedan....... 3750] 4]4702|aeghklmno Sp. PW Sedan.. .| 6345) 4)... .|aeghjlmnprux 
5p. Coach...... 695} 2}2423laghr 2p. Coupe...... 6600] 2)4745\afghir rtx 7p. PW Sedan.. .| 6345) 4/5014/aeghjlmnprtx 
5p. Sedan....... 770] 4|2484/aghr 4p. Sedan Land.| 6600] 4/4795jafghirtx 7p. Sedan Lim. ..} 3950] 4/4777|aeghkimno 7p. Con. T’n Car} 6895] 4/5044 aeghjlmnprtx 
4p.Enc. Dr.Land.}| 6600} 4/4880jafghirtx rtx 
PACK’*RD 7p. Fr. Limou.. .| 7500] 4/4740jafghirtx “De Luxe H” VELIE 
“Std. 8” 7p. Fr. Landau..| 8000} 4/4865jafghirtx 4p. Roadster. ..} 5500} 2]... ./afghmnprwx **§-55” 
126 W.B. 4p. Cab Rdstr...} 5500) 2)... .Jafghmnprx 3p. Coupe...... $1195; 2)....jahmnar 
5p. Sedan....... $2435} 414185|dghmnptx 2p. Coupe. ..... 5500} 2]. afghmnprx 5p. Coupe...... 1195} 2,..../ahmnr 
2-4p. Coupe.....] 2510] 2/4100/dghmnptx PLYMOUTH 5p. Coupe. ..... 5500) 2/4942 afghmaprtx 5p. Spec. Sedan..}| 1195} 4}..../ahmnr 
2-4p. Con. Coupe] 2585] 2/4020]dghmnpx 2-4p. Roadster. .}| $675) 4/2/60jah 5p. Sedan.. 5500} 4]... .Jafghmaprtx 5p. pany =) Sedan.} 1195) 4]... ./ahmor 
“Std. 8” 5p. Touring.....]| 695] 4)2255jah “De Luxe J” 
133” W.B. 2-4p. Roadster..} 710] 2|2250|B 7p. Touring 4|4872|afghmoprwx || 5p. Sta Touring | 1195} 4/2960 aeghmnr 
2-4p. Runabout. ie 213905|dghmnpx 2p. Coupe...... 685] 2)2295|ah 7p. Sedan....... 5600} 4/5167lafghmnprtx || 5p. Sp. Touring..} 1265) 4/2985\aeghimnr 
5p. Phaeton.. 2535] 413905|dghmnpx 5p. Q2d...1 700) 2)2435\ah 7p. Limousine 5800} 4/5217lafghmnprtx |] 3-5p. Coupe 1265} 2/2980 aeghmnr 
7p. Touring. .... 2635] 4/3950]dghmnpx 2-4p. DeL. Coupe} 735) |... .Jab “G8-85” 5p. Coupe. ..... 1265) 2/3070|aeghmnr 
4p. Coupe... ... 2735] . ./4225}dghmnptx 5p. Sedan, 4d....] 735] 4]/2460|ab 4p. Roadster... .| 3950] 2/4448/aeghkimnpr || 5p. Spec. Sedan..| 1265) 4/3100/aeghmnr 
5p. Club Sedan. .| 2735] . ./4240/dghmnptx wx 5p. Royal Sedan.| 1265) 4/3110/aeghmnr 
7p. Sedan.......] 2735] 4/4440/dghmnptx 4p. Touring 3950} 4/4633 oe “6-78” 
7p. Sedan Limo..| 2835] 4/4475|}dghmnptx PONTIAC “6” 5p. Std. Touring} 1515) 4/3160)aeghmnr 
“640” 2-4p. Roadster. .| $745} 2]2270|ahn 4p. Cabriolet 4550} 214717 o.. 5p. Sp. Touring..| 1585) 4/3185|/aeghimar 
2-4p. Runabout.. |$3175] 2]. . 5p. Sp. Phaeton.| 775] 412425 4p. Coupe...... 4550} 2/4882\aeghkimnortx |} 3-5p. Coupe... ..] 1585) 2/3230! aeghmnr 
5p. Phaeton. . 3175] 4}.. 2p. Coupe...... 745} 212435{ahn 5p Sedan....... 4650) 4/4934/aeghjklmno || 5p. Coupe...... 1585} 2'3270 aeghmnr 
7p. Touring. .... 3275} 4).. 5p. 2d. Sedan 745) 212520\ahn rtx 5p. Royal Sedan.| 1585] 4/3310 aeghmnrx 
2p. Coupe... ... 3250} 2).. 4p. Sport Cab 795} 2)/2455iahn 7p. Sedan....... 4750] 4/5027|aeghkimno 5p. Spec. Sedan..| 1585] 4/3300 aeghmnrv 
2-4p. Conv. Cpe.} 3350}. .}.. 5p. Sp. Sedan...}| 825] 4/2595jahn ; rtx “8-90” 
5p. Club Sedan. .| 3750]. .}.. 5p. Sp. Landau..| 875) 4|2640|2ehn 5p. Sedan Lim...| 4850] 4/5009/aeghjklmno |} 5p. Std. Touring} 2025) 4!..../aeghmnr 
7p. Sedan....... 3750) 4]... rtx 5p. Sp. Touring..| 2095; 4/..../aeghimnr 
. Sedan Limo..| 3850] 4]. . 7p. Limousine.. .| 525(} 4/5102/aeghkimno |} 3-5p. Coupe.. ...] 2095} 2)... ./aeghmnr 
REO rtx 5p. Coupe. ..... 2095; 2)... ./aeghmnr 
“Flying Cloud” 5p. Royal Sedan.} 2095) 4)... ./aeghmnrv 
PEERLESS 2-4p. ter. .|$1685| 2)3350|aeghmnr STUDEBAKER 5p. Spec. Sedan..} 2095) 4'....|aeghmarv 
“6-60” 5p. Brougham 1645} 213535|aeghimnr “Dictator” 
2-4p. Roadster. .1$1195] 2/2635icghimnrw 2p. Sp. Coupe 1625] 213445|aeghmnr 5p. Touring $1265) 4]... .faghlmnr WILLYS- 
5p. Phaeton... | 1195] 4/2635/cghimorw 4p. Victoria. 1795] 2/3550|aeghmnr 7p. To 1325] 4]... .Jaghlmor KNIGHT 
2-4p. Coupe.. ...] 1295] 4/2775|eghlmar 5p. Sedan....... 1845] 4/3645|aeghmnrt 5p. Club Sedan..| 1185) 2). ... bghimnt “Std. 6” 
5p. Brougham...} 1195} 4/2850jcghilmnr 5p. DeL. Sedan..| 1995} 4/3645|aeghmart 5p. Sedan....... 1265} 4 -— aghImnr 2-4p. Roadster. .| $995] 2 2631 aghnr 
5p. Sedan....... 1195] 2/2780}cghlmnor “Wolverine 2p. Bus. Coupe. .| 1265) 2)... .Jaghimnr 5p. Touring.....] 995) 4/2710,aghnr 
5p. Sedan....... 1295] 4/2905icghimnr 4p. Cabriolet....] 1195} |2850jaeghinr 4p. Victoria... 1345} 2)... .jaghlmor 2-4p. Coupe.. 1045} 2/2507\aghnr 
“6.91” 5p. Brougham...} 1195] 2|2930jaehinr 4p. Royal Cab. .| 1395) 2)... .|Bghjlmar 5p. Coach. ..... 995) 2|2816'aghnr 
2-4p. Coupe. 1895}. . |3225|ceghlmnrtx 5p. Sedan....... 1295} 4)/3090|aeghinr 5p. Royal Sedan.| 1395] 4 3415 Behjme Sp. Sedan....... 1095) 4/2858'aghnru 
5p. Sedan. ..... 1895] 4]3355|ceghImnrtx “Commander” “Great 6” | 
4p. Victoria.....] 1895}. ./3240/ceghimnrtx 4p.Sedan....... 1495} 4/3665/aghimor 2-4p. Roadster. .| 1850] 2/3486 aghmor 
128” W.B. ROAMER 5p. Victoria..... 1545} 2] . imnr 5p. Touring.....] 1850) 4/3675 aghmar 
7p. Sedan....... 1995] 4|3420}ceghlmortx “8.78” 5p. Sedan Regal | 1665) 4 3815] Bghjlmnpr 2-4p. Cab Coupe} 1995) 2/3726'aghmnor 
“6-81” 2p. $1595} 213450 ““President”’ 4p.FoursomeSed.} 2195| 4/4128 bghimnrt 
5p. Phaeton 1540} 4]... .Jaeghlmnx 2p. Coupe...... 1750} 2/3225 121” W.B. 5p. Sedan... .... 1995; 4/4003 aghmart 
7p. Touring... .] 1595]. .|... .Jaeghimnx 5p. Sedan....... 1795| 213380 4p. State Rdstr. | 1850} 2] ...|Bghlmnpr 135” W.B. 
2-4p. Coupe... .] 1595}. ./3140] eehimn “8.80” 5p. Sedan....... 1685} 4/3760}aghimor 7p. Touring... 4/3943 aghmor 
4p. Victoria.....} 1595]. ./3155)aeghimnvx 2p. Roadster 1895} 2/3310 4p. State Cab 1850} 2) ...|Bghjlmapr 5p. Coupe...... 295) 2 3939 aghmar 
5p. Sedan ......] 1595} 4/3270/aeghImnvx ~ |] 2p. Coupe...... 1985} 2/3410/ag 4p. State Vic 1850} 2) .. |Bghjlmnpr 7p. Sedan....... 2595] 4/4112'aghmort 
“8.69” 5p. Brougham 1985} 213440lag 5p. State Sedan | 1850] 4/3900]/Bghjlmnpr 7p. Limousine 2695) 4/4146 aghmnrt 
126” W.B. 5p. Sedan ..... 1985] 413570\ag 131” W.B. * . 6” | 
5p. Coupe...... $2345) . .|3905 Deghimortx “8-88” 7p. State Tour ./$2485) 4 4125|Bghjklmnprx || 2-4p. ter | 1350] 2/2910 aghmar 
133%” W.B | 5p. Tourer...... $2495| 4 3650 cg 7p. Sedan... .... 2085] 4 4120}aghlmnptx 5p. Touring.... | 1295) 4/2951 aghmnr 
2-4p. Roadster. .| 2245' 23710 Deghlmnrtwx’| 2-4p. Roadster. .; 2750) 2 3540, 4p. Cabriolet. . 2250, 2 4030 jklmnpx || 2p. Coupe...... 1295) 2/2767 aghmnr 
5p. Sedan....... 2345 43875 Deghlmnrtx || 2p. Speedster. 2985} 2,2875) 5p. State Sedan.. 2950 4.4250 Bg —_ 5p. Coach. ..... 1295 aghmnr 
7p. Sedan....... 2545 .. 3975 Deghilmnrtx || 5p. Sedan....... 2985| 4,3880 cg 7p. State Sedan. | 2350 4 4310 Bghjkimnptx 2-4p. Cab Coupe} 1495] 2/2916 aghmnr 
7p. Limousine...| 2645, 4 4200 deghlmnrtx || 7p. Sedan....... 3285 » wa ie 7p. Limousine. . 2450 4 4395] Bghjkimnptx ee 1495} 4|3187 aghmaort 
KEY TO SYMBOLS 
*—Italic figures denote shipping — of wheels optional. —Trunk and trunk rack: o—Car heater. v—Vanity set. 
weight. Disk wheels with spare. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
A—Wood wheels with spare. +_Dick wheels. k—Spare tire. r—Rear — signal. __ k. 
B— Whe wit with ee Engine het indintor Sells cobontine ae on 
w with spare. —Front per. m— ne t—Vanity an get. ice on application. 
b—Wire wheels. a gasoline gage. o—Smokinz set - 


absorbers or snubbers. 
C—Optional wheels with spare. Automatic windshield wiper. 
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October 4, 1928 MOTOR AGE 47 


Created for Those Who Seek the Ultamate in Fine Motor Cars 


New GADILLAQCS 
New LASALLES 
New FLEETWOODS 














ITH the new Cadillacs and La 

Salles—powered with the 
famous 90-degree, V-type, 8-cylinder 
engines —the Cadillac Motor Car 
Company has once again shown mo- 
tordom that only in a Cadillac or La 
Salle can the ultimate in fine motor cars be obtained. 
For, in these new models are all the desirable 


qualities that have made the name 
Cadillac world famous, plus a num- 
ber of remarkable new engineering 
achievements that result in still 
finer performance, greater safety, 
more luxurious comfort and 
riding ease, and that add greatly to facility of 
operation. 





1..The new Cadillac-La Salle Syncro- 6. .The beautiful luxurious Fisher bodies 


Mesh transmission enables one to shift 
gears easily, instantly, at any speed, 
without the slightest bit of clashing. 


have been designed and built in accord- 
ance with the principles of Pneumatic 
Control in engineering, thus assuring 


= eas wa 


«—Fabric 





external rear 


2..The new Cadillac-designed Duplex 
Mechanical four-wheel brakes are pow- 7 
erful, but effortless—they respond to ; 
the lightest touch and stop the car with 
amazingly little pedal pressure. 8 

3... The steering gear is so designed that it . 


maximum quietness. 


. All doors and windows, as well as wind- 
shields, are equipped with Security 
Plate glass for greater safety. 


. All exterior nickel parts are Chromium 
takes the strain out of steering, and Plated, the new treatment that pre- 
makes the car seem light as a toy. serves indefinitely the original sheen. 

4... The front seat is quickly adjustable so 9..And the smart, distinctive Cadillac- 
that the brake and clutch pedals are La Salle body design that has created 
within easy, comfortable reach of any today’s vogue in motor car styles is 
driver. made still more appealing in these new 

Q2..The famous Cadillac ninety-degree, models by a richer, newer beauty and 
V-type Eight-cylinder engine is refined, style in outward appearance, and by 
improved, and made quieter, smoother more exquisite and harmonious uphol- 
and more powerful. stery, appointments and fittings. 





In addition to 23 refresh- 
ingly beautiful Fisher bodies 
for the new Cadillac and the 
new La Salle, there are 14 
exclusive and exquisite cus- 
tom models, Fleetwood de- 
signed and Fleetwood built, 
that vie with the most expensive European cars: 
These new Cadillacs, LaSalles and deluxe Fleetwoods 
are now on display at all Cadillac-LaSalle show- 


rooms. A casual examina- 
tion of these new Cadillacs 
and La Salles will convince 
you of their outstanding su- 
periority. But torideinthem, 
or drivethem, torevelin their 
brilliant performance, re- 
markable handling ease, and wholly satisfying com- 
fort and luxury, is to discover that only inaCadillacor 
LaSalle can you obtain the ultimate in fine motor cars. 


La Salle *2295 


La Salle is now priced at $2295 to $2875—Cadillae 
at $3295 to $7000—all prices f.o. b. Detroit. General 
Motors time payment plan permits you to pay 
out of income. 











CADILLAC 


Detroit, Michigan 


mBOT?TrGs GAR: COM Fr A HF 


Division of General Motors Corporation Oshawa, Canad@ 
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X—Sleeve vaive. 


Wristpios 


cups 


O—Special type (rear springs) 
Oc— 


1-F—Internal four wheels 


W isaiUwso 
E-T—External transmission 


eR DAV I ia Peal 
t—Fabric 


nd 


external rear 


B-F—Internal front a 
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Multum pro parvo 








| the annals of the automobile industry, 
there is no experience on record that 
equals or even approaches the speed with 
which the De Soto Six dealer organization 
has been built. ¥ @ Less than six months 
have passed since dealers first learned that 
Walter P. Chrysler and his associates planned 
| tO present a new six-cylinder car, to be 
known as the DeSoto Six. ¥ ¥ In this short 
; period of time, a dealer organization of 
; nation-wide scope has been created. And 
almost without exception, these De Soto 
dealers have enjoyed the unusual experience 
of finding their car quotas and profit expec- 
tations consistently exceeded by an immedi- 
ateand rapidly growing demand. ¥ ¥ There 
is still an opportunity for able established 
merchants to secure the De Soto Six fran- 
chise in open territories. All communica- 
tions will be held in strict confidence. 


DE SOTO MOTOR CORPORATION 
{Division of Chrysler Corporation} Detroit, Michigan 
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PRODUCT OF CHRYSLER 
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Combined 
AUTOMCBILE 


TRADE JOU RNAL 


MOTOR AGE 



















Paid Automotive Trade | 
Geoutetten 


One Great “Monthly 
Standard Size 
Dealer Publication 








And this is almost double the net paid trade 
circulation of the next nearest competitor. 
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yor 


“AUTOMOBILE 





TRADE JOURNAL 
and 
~—MOTORAGE 


Effective December Ist, the 
Chilton Class Journal Com- 
pany announce the consolida- 
tion of Automobile Trade 
Journal and Motor Age into 
one outstanding monthly 
automotive trade publication, 
to be known as “Automobile 


Trade Journal and Motor 
Age.” 


This will provide at once the 
greatest paid circulation, 
more than 60,000 — almost 
double the net paid trade cir- 
culation of the next nearest 
competitor — plus the most 


responsive body of readers 


available in any single pub- 


lication in the automotive 
field. The result: a bigger 
and better monthly automo- 
tive trade publication; 4-color 
covers; standard size over- 
all—7” x 10” type page size; 
unequalled buying power; 
outstanding circulation and 
editorial achievement; com- 
bination of the best fea- 
tures of both, plus many 
new services never before 
achieved. 


Let us point out to you 
the great opportunity and 
economy available for you 
through “Automobile Trade 
Journal and Motor Age.” 


a 5 
Cs . ‘ > gga 
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yr és oe 
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AUTOMOBILE TRADE JOURNAL 
MOTOR AGE 


A Chilton Class Journal Publication 
Chestnut and 56th Streets, Philadelphia, Pa. 
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| down to 1/32 of an 
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ERE is a Shutter for all 
cars—a proved success 
and a demonstrated sales 
builder. It will bring you 
added .prestige with your 
customers. Many vital fea- 








Water cools first, and freezing starts, at the 






Visible Dash Control 


eled thumb screw, 
every degree of open- 
ing of the shutter, 


if desired, is | 
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Through These 


Exclusive Distributors 


COLORADO 


Denver, Moore Hardware & Iron Co. 


DIST. OF COLUMBIA 
Washington, F. P. May Hardware Co. 


Fort Wayne, Mossman-Yarnelle Co. 


MINNESOTA 


Duluth, United Electric Service Co. 
Minneapolis, Lansing-Neilson, Inc. 


MISSOURI 


Kansas City, Richards & Conover Hard- 
ware Company. 
St. Louis, Koochook Co., Inc. 


Buffalo, Buffalo Bumper Sales Co., Inc. 
New York, Clark Equipment Co. 
Rochester, Chapin-Owen Company 
Syracuse, Onondaga Auto Supply Co. 
Utica, Utica Gear and Auto Parts Corp. 


~OHIO 


; et pcre: ye tama da quick ILLINOIS Canton, Carburetor Sales & Service. 

Chicago, Bruns & Collins, Inc. Cincinnatz, Julius J. Bantlin Co. 

: Cleveland, Ohio Spring Co. 
EXTRA PROTECTION INDIANA Columbus, J. H. and F. A. Sells Co. 


Toledo, The Mather Battery Co. 


bottom of the radiator. It’s there that extra Indianapolis, Fabric Products Corp. OREGON 
protection is needed. Moto-Gard’s lower 
leaves can be closed, while the upper leaves IOWA Portland, Jas. F. Morrell & Co., Inc. 
remain open to admit air to the engine. 
\ Des Moines, Central Auto. Supply Co. PENNSYLVANIA 
. Philadelphia, The W. P. Sales Co. 
. a KANSAS Pittsburgh, The H. T. Miller Co. 
| TRIPLE Wichita, The Whitlock Co. pa ong ~~ samo Co. of Penn. 
Ss E RV I Cc E tllzamsport, Williamsport Auto Parts 
i sceaateliaiainenanlil MARYLAND Company 
to- t ° 
sa ane ge 2 Baltimore, J. R. Hunt & Co. RHODE ISLAND 
4 water temperature. In | : 
; ei a MASSACHUSETTS Providence, W. R. Burns Co. 
—_ = i — __ Boston, Kiley-Adams, Inc. UTAH 
F Top -aesenaiiigeactr 9 all mane é Springfield, Bartlett Sales Co., Inc. Salt Lake City, Inter-Mountain Elec. Co. 
a Osea— itter co —ciose a ; 
: Bottom them all—and do the | MICHIGAN VIRGINIA 
uy scnceaiiinaaneit aera ; Detroit, Motor Trunk Co. Richmond, Stebbing & Pauli Corp. 
: ‘ Grand Rapids, Reed & Wiley Co. 
> All Closed WASHINGTON 


Seattle, Automobile Trimmers Sup. Co. 
oo Holley-Mason Hardware Co. 
Yakima, Yakima Hardware Co. 


WEST VIRGINIA 


Clarksburg, Blair Motor Supply Co. 
Parkersburg, A. E. Supply Co. 
Wheeling, M. G. Wenzel Company 


the attractive in- ® 
Lt a MONTANA sland 
| Billings, Northwestern Auto Supply Co. ——— 
| Helena, A. M. Holter Hardware Co. CANADA 


Six Additional Features 


One-Piece Frame—not riveted, bolted or 


PHN AAS TE 





NEW YORK 


Montreal, Cutten & Foster Ltd. 
Ottawa, Fred Lake 

































uided. : 
L ono a Albany, Detroit Supply Co. Toronto, G. A. Prior Ltd. 
pearance. : Binghamton, Rose Unit Parts Corp. Winnipeg, D. Ackland & Son, Ltd. 
Tension Spring—on each side prevents the © 
leaves from rattling. é af Dbe wonnd Tig 
Air-Tight—no cracks around eages or be- © | 
tween leaves. The Brewer-Titchener Corporation 
Concealed Mechanism—no parts exposed. é 400 Ment Waemen See 
One-Piece Shutter Leaves—stamped from heavy ~ 
gauge steel. e Gastent, | New York 
3 ; RE es ee Cae See 
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THREE THINGS 


NO DEALER CAN DO WITHOUT 
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HE New Series “68” and 
“78” struck an immedi- 

ate response with the public 
.. Lhe last ninety days have 
been way beyond any similar 
period in the history of the 
company... And this month 
so far dives all appearances of 
anew high Marmon record 
.. YOu just simply can’t beat 
striking style, advanced per- 
formance and proved de- 
pendability...In fact, it’s hard 


MEY os Tae Ogre pa EE 


to get alongs without them— 
all three, of these things. 

There are hundreds of deal- 
ers now handling lines and 
600d lines, too, yet without 
half the sales appeal of the 
Marmon. To these dealers we 
extend an invitation to make 
an investigation of Marmon 
for their territory. We are 
confident that you'll find no 


proposition more favorable 


to immediate profit. 


Please address your nearest Marmon distributor or the 
factory —~ Marmon Motor Car Company, 
Indianapolis, Indiana 
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NEW SERIES | 
MARMON. 


NEW SERIES 68, $1465. 
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NEW SERIES 78, $1965. PRICES F. O. B. FACTORY. DE LUXE EQUIPMENT EXTRA 








o4 


Plymouth demand continues to grow 
so that even with the enormous facilities 
of all the huge plants now under Chry- 
sler management, production is still short 
of filling 100 per cent all the orders that 
an enthusiastic public has placed and 
is placing. 








But the whole situation spells an enor- 
mous volume of sales and profit possi- 
bilities for Plymouth dealers not only 


$ 


MOTOR AGE 
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ymout 
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f. o. b. Detroit 
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now but for as far into the future as 
anyone can estimate. 


You owe it to yourself, therefore, to see if 
there is an opportunity for you to obtain 
a share in the wealth that this over- 
whelming demand for Plymouth is giving 
to thousands of dealers the country over. 


Wire, write or phone and we will acquaint 
youwith the possibilities for your territory. 











CHRYSLER 


Ply UTH 











PLYMOUTH MOTOR CORPORATION, DETROIT, MICHIGAN 


(Division of Chrysler Corporation) 
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HOW IT’S MADE 


Special cast iron heating element 
with 400 square inches of heat- 
radiating surface, dissipates the 
heat of the exhaust pipe. 


Specially tempered valves 
set in exhaust pipe which 
divert exhaust up through 
the heater. 


Knapp Sedan fan. Self 
aligning bronze bearings. 
Full wick oiling. Runs a 
year without attention. 
6-volt, 3-amp. 





MOTOR AGE 


HIS GREAT HEATER 
is the dealer’s answer 
to the most exacting de- 
mands of fine car owners. 


It does everything they 


can expect of a heater 
and it looks right “at 
home’ ’in the finest of cars. 


Fits All Fine Cars 


Full case lot 
Retail Price discount on 
one or more 


There’s an Arvin Heater for 
every car—S$1.75 to $35.00 


Get from your jobber, or from us, the 
ARVIN DEALER COOPERATION PLAN 





HOW IT WORKS 


With a specially tempered positive con- 
trol valve, adaptable to fit all exhaust 
pipes of large cars, the exhaust fire is 
directed up through the special heating 
element in the register illustrated above. 
This absorbs practically all the heat of 
the exhaust. 


An electric fan is placed at the end of 
the heating element, under the cover 
plate. This induces cool air from inside 
the car, forces it over the heating ele- 
ment and up into the passenger com- 
partment, delightfully warm. 


It heats a large car in 5 to 10 
minutes—and it continues to heat 
for 30 to 60 minutes after the 
motor is stopped. 


NDUSTRIES, Inc., INDIANAPOLIS, Ou A 
Tidian apolis Pump and Tube ti cats ge : 
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for valves of any angle with stems of 1-4" 
to 1-2" diameter. Net price 











NOW anew Sioux 
Vv ™ Valve Grinding 
Machine that handles a wide range of 
valve stem sizes, including the new Ford valve— 
and grinds valves of any angle. The exclusive Sioux 
Roller Chucking System assures the most accurate 
work with the greatest speed; it is self-aligning, grips the 
valve stem at the proper place {just above the worn surface 
and holds it rigidly centered. 
If you want to meet present day competition and pocket 


larger net profit on flat rate charges for valve work— 
investigate the SIOUX. 


Your Jobber Sells It ALBERTSON & Co. 
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What Does 
Direct Mail Addressing 


Can you get accurate production 
figures which will cover: 


1. Cost of Addressing to Dead 
NamesP 

2. Cost of Addressing to Improperly 
Classified Names? 

3. Cost of Making Selections from 
Your List? 

4. Cost of Errors Made by Inexpe- 
rienced Help? 

5. Cost of Keeping Your List Up to 
Date? 


6. Cost of Omitting Good Names 
Which Are Not on Your List? 


The Chilton Automotive List of 135,000 Names 
Is Corrected Daily 


Over 20,000 Names are dropped each year. 
Over 25,000 Names are added each year. 


Over 50,000 Names and addresses are changed each 
year. 


A force of more than 100 people are kept busy every 
day to accomplish this, with the result that the Chil- 
ton List—with over 95,000 changes each year—is 
the outstanding leader in its field. 


Mechanical equipment makes selections to suit your 
needs, and complete printing, multigraphing, bind- 
ing and creative art and copy service are available, 
in addition to merchandising counsel of our repre- 
sentative in your territory. 


You will find a distinct saving in addressing from 
the Chilton List. Write us for complete details as 
applied to your particular requirements. 


CHILTON CLASS JOURNAL COMPANY 


Direct Mail Division 


Chestnut and 56th Streets Philadelphia, Pa. 
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ie THEY COULD BE WADE OF 


LASS... 





Fe aS 


instead of DROP-FORGED STEEL 


—— would easily see the many patented feat- 
ures that make critical car owners say, ‘““You can only 
compare a Houdaille with a Houdaille.” The phantom views 


put the X-ray on Houdaille design for you. They show... 








1. Their Hydraulic Double-Acting working chambers that con- 
trol compression as well as recoil of car springs. 

2. Their one moving part constantly lubricated by fluid under 
tremendous pressure. 

3. Their adjustment needle valve that fits every instrument to 
the spring action of each individual car. 

4. The total absence of straps, cables, friction surfaces and pack- 
ing to hold against pressure. 

: 5. Their freedom from the neeessity for relief valves to pro- 

tect the instrument on big bumps when you need greatest 

resistance most. 

















Those are a few proven reasons why you can only compare = w=sssss02 sseese 

a Houdaille with a Houdaille. If you want the cream of the 

shock absorber business sell Houdailles. Your territory may 
be open on a ae basis. 


| HOUDAILLE 


Hydraulic Double-Acting 
SHOCK ABSORBERS 



















HOUDE ENGINEERING CORPORATION, 
Dept. MA-10 
537 E. Delavan Ave., Buffalo, N. Y. 


In Canada: 222 Simcoe St., Toronto, Ont. 


Please send me full details of the Houdaille Sales Plan. 
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DIAMOND T 
build ‘Motor Trucks of Quality” 


They buy on the same basis 


Budd Wheels are standard on all Diamond T 
Trucks with dual pneumatic tires. They will 
remain standard as long as they continue 
to be the finest wheels that we can buy. 


dWukrrrr— 


DIAMOND T MOTOR CAR CO. 





Where low cost of operation is the primary 
consideration you will invariably find Budd 
wheels specified by the discriminating buyer, 
whether operator, dealer, or manufacturer. 





BUDD DUALS 
t : — And ~ 
Can’t y Can't ns 
wobble — MZ shimmy— they — = 
ed side-sway! oa 


BUDD WHEEL COMPANY, DETROIT 


© B. W. Co., 1928 
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Fits ALL Cars 
and Trucks 
with 2 


Sizes 











Goerlich’s 


ny ctbealss 


Guaranteed against 


Blow-Out! 








Your Goerlich 
Muffler Jobber 


seer 
=0e°t- 
etl et = 








can always give you S WEN: 

TAS 
immediate service on KOSS 
the muffler you need 


for ANY make or model of car BEFORE 


or truck and it’s a better muffler 
too. Write for circular today. 





Wh: - 
. 
<Q \ . 
ot 


Jobbers: If, ,2bselescence: 0 = Goerlich’s Roll out the Dents—lis=< 


ment in stock and space with quick turn- r a 
over and a good profit mean anything 4008 Lewis Ave. 
to you, write for the GOERLICH propo- 


0 you Toledp, Ohio Profits Roll in. 


You can build yourself a nice fat source of income 




















SHARP PERFECT PISTON RESIZER on the Senter repels Suninae Cet you ase new 
Pre missing—and with a surprisingly small investment. 
a Oversizes or undersizes any Th H ° ° 
Lynite, permite, aluminum or e Herman unit gives you a complete fender 
Bohnalite piston, without dis- . h S ll R ll . 
di cie ataiei repair shop. Sma oller for rim and edge. 
S , 
ond eempeeion leak. . Large Rollers for top of any type fender. Sold 
Resizes set of pistons quicker . A di h ° k 
then now ones, can be fitted. Less as one unlit. ny or Inary mecnanic Can make 
an minutes required. b bo 
Preserves round _shape __—— dented fenders look like new with Herman Fender 
n b * 
> callin Gi wee ottee Rollers. Simply roll out the dents and the profits 
Pays for itself on first job. ll ° 
2 See ee 
NEW FORD»... .--. 10.00 | Investigate today . . . start on the road to extra 
e elivere 
Sizes for other cars _ proportion- Pp rofits. 
ately pace eed direct or through 
your joooer, e ° 
SHARP AUTOMOTIVE S | -H M f C 
HARP AUTOMOTIVI tiles-Merman Manufacturing Co. 
3 1255 Kansas Ave. 1710 RUSSELL BLVD. 
Kansas City, Kansas ST. LOUIS MISSOURI 
THE ONLY TOOL OF ITS KIND 













































BIG PROFITS WITH 


the HOWARD 


Safety First Fresh Air Heater 


( 


Ut 
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f 
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* 
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If 
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Sold only to 
ealers 














OMPANY, Detroit, Mich- 


Designed and Built Exclusively 
for the Following Cars 


. 
YT] - If iit If. Hyp) Wf ) 
= YH TT ==—=== 


Lincoln Hupmobile 6 Chrysler No. 80 
Cadillac Hupmobile 8 Chrysler No. 72 
La Salle Dodge 4 Auburn 8-88 
Th “tt ft d ] ith- Plas & Packard 6 Buick Standard 
erce Arrow acka uic a 
c usies ecaiers Wi Marmon 6 Packard 8 Ford 








in the automotive indus- 
try are the readers of 
Motor Age. 


It keeps them up on their 
toes—alert, resourceful and 
in position to recognize suc- 
cess when it comes their way. 









Made of Solid Cast Aluminum 


All bad features of the stamped sheet metal tin can, makeshift, 
rattle producing, so-called heating contraptions have been en- 
tirely overcome. The HOWARD Safety First Fresh Air Heater 
has no working parts, being built of solid cast aluminum—the 
best heat conductor. All ‘‘Howards’’ are made with front and 
rear compartment openings, except Ford which has front only. 
Order Your Stock Today. 














Manufactured by 


HOWARD FOUNDRY 


Pattern Makers, Founders, Machinists 
2701 FULTON ST., CHICAGO, ILL. 
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MAEE the washrack pay better. Use Oakite 

Composition No. 1 in your spray clean- 
ing outfit. The speed with which this effective 
material removes dirt, grease, oil and traffic 





Radiator Caps 





film will enable you * turn out more wash GEAR SHIFT BALLS, ORNAMENTS 
¢ ¢ 


jobs—and to make more money on every one! 
Booklet mailed on request. No obligation. 


THE KINGSLEY-MILLER COMPANY -: CHICAGO 


je Neil’ ~ 


Rewound Armatures 
NEIL ~~ co. CANTON, O. 














Manufactured only by 
OAKITE PRODUCTS, INC. 
18E Thames Street New York, N. Y. 








Industrial Cleaning Materials ana Methods 


























A waving red light is the universal danger 
signal. Here is a positive warning stop 
light, with positive profits. Write today 
for complete information. 
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Model A-AA The SHOP EQUIPMENT for 
for ILER ELECTRICAL MFG. . 
Passenger Care 5103 ree Avenue, —a ~~ BATT ERY and ELECTRICAL SERVICE 














Test Benches * * Rectifiers * * Constant Potential Battery Sepere * * Lathes 
Battery Testers © © Miea Undercutters * * Grow 


4358 Roosevelt Road Chicago, Illinois 

















ETS“ BANDS 


12 





COWL SADDLE 
Or 


In stock for all 
makes of cars 
Easy toinstall Good discount 








V-Vitdeyectc ti lemyy €- bal iam Meds sae)| 


THE GREATEST AUTO DEVELOPMENT IN RECENT YEARS— 
iin in, 
MOBILATOR CORP., 2816-333 N. Michigan Ave., Chicago 

















When temperature is below 60° Fahrenheit 


every motor that runs needs the protection of $5.00 Buys an Oil Burner for Your Stove 
Pines Automatic Winterfront Burns crankcase drainings or any cheap fuel oil. 
Guaranteed for 5 years, to heat as hot as coal or 
For complete selling information write ° wood fire. Simple, Safe and Easy to install. Order 


your nearest distributor or direct to now. State diameter of fire- bowl. (Furnace 
PINES WINTERFRONT CO., 422 N. Sacramento Blvd., Chicago, Ill. Burners $15.00). 


The Staples Oil Burner Co., Evansville, Ind. 









































There’s always 


1,000, 000 a year going into service 

















CARTER CARBURETOR CORPORATION, ST. LOUIS something hew just 
at hand for the 
The Easy Riding Device That Does Not regular reader of 


Allow the Throw to Get Started 


WATSON STABILATORS 
John Warren Watson Co. Phila., Pa. 
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CLASSIFIED ADVERTISEMENTS AND BUSINESS OPPORTUNITIES 





NEW MOTORS: General Electric %4 H. P., FOR SALE—wMiller race car, formerly owned by PATENT ATTORNEYS 


$9.50; % H. P., $26.00; 1 = P., $38.50. Tommy Milton. Holds three world’s mim PATENT-SENSE—Valuable book (free) for 
Mail $3.00—will ship C.O.D anywhere. Fine condition, ready to race. Has $2,500 inventors seeking largest deserved profits. 
MOTOR SPECIALTIES co.. ‘Crafton, Pa. worth of extra vg Priced for quick sale Established 1869. Lacey & Lacey, 702 F St., 


with truck, $2,450 H. KOHLERT, St. Washington, D. C 
Charles, Ill. 
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INDEX TO THE 
ADVERTISEMENTS 


The Advertisers’ Index is published as a convenience, and not as a part 


of the Advertising contract. 


Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 


A 
Albertson @& Co. ......- 56 
Armstrong Co. ........ 62 
B 
Krewer-Titchener Corp. 52 
Budd Wheel Co. ...... 60 
buick Motor Car Co., 
Back Cover 
i 


Cadillac Motor Car Co. 47 

Carter Carburetor Co.. 62 

Chilton Class Journal 
De. «tees etadaeebened 50, 51 


Classified Advertising.. 62 


D 
De Soto Motor Corp.... 49 
lbyurant Motors,  Inc., 


Second Cover 


i 
l'rancisco Auto Heater 


Sk. saecieeeneeeeweees 3 
G 
OE. 6k és ee Keusows 61 
Globe Machine. and 
Stamping CO. ccceces 2 
H 
Houde Engineering 
Se seed eeneee wows 59 
Howard Foundry ..... 61 
I 


ller Klectrical Mfg. Co. 62. 


K 
Kingsley-Miller Co..... 62 
L 

Lyon Metal Products, 
Rey ne 64 
M 
Marmon Motor Car Co. 53 
Mobilator Corp. ....... 62 


N 
Nash Motors Co. 
Neil Armature Co. .... 62 


*“*e* © @ @ @ 


New Departure Mfg. 
Gas dce teeth caha ales ee 7 
Noblitt Sparks Indus- 
Se - kseuesanki cee BY) 
O 
Oakite Products, Inc... 62 
| 


Winterfront Co.. 62 
Pittsburgh Safety Glass 


Pines 


TA ce eaneeeaen eases 4 
Plymouth Motor Corp.. 54 
eo eee 63 

R 
Richards-Wilcox Mfg. 
Gl -eweetesetuees sees 8 
Ss 
Sharp Automotive Spe- 

Genstses. CORR, «cscs 61 
Standard Pressed Steel 

GH. -siwedentsendeuneds 1 


Staples Oil Burner Co. 62 
Stiles-Herman Mfg. Co. 61 


Studebaker Corp. of 
America 


or 


Stutz Motor Car Corp. 
of America..Front Cover 


U 
Universal Monogram 
Tk etaneseseneenne Gus 63 
W 
Warren Tool & Forge 


Gi. svisvonnevueeeseese 57 
Watson Co., John War- 

ren 
Weidenhoff, Joseph ... 62 
World Bestos Corp., 
Third Cover 
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$2.25 to 
» $3.50 


profit 
on 





Six exclusively 
designed styles 
for the larger 
cars, such as 
Cadillac, Pack- 
ard, Buick, 
Studebaker, 
Nash, etc., known 
as the Stand- 
ard series. 


Pat ssi 


Attractive Display Frame 


With an original order for 18 pairs 
of assorted Standard crests and 200 
assorted initials and lodge emblems— 
total cost $33.00 we furnish free an 
expensive display frame containing 
six sample crests and convenient stock 
box. Send $1 for sample monogram 
(retail price $5.00). 


UNIVERSAL 
4424 Broadway 


FREE! 


MONOGRAM CO. 


Chicago, IIl. 


Export Office: 126 Liberty St., New York City 





UNIVERSAL 
MONOGRAMS 
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Steel Shelving... Lockers... 
Cabinets... Counters... Steelart 
Folding Tables and Chairs. Gen- 
eral Steel Storage Equipment 
and Steel Furniture. The Lyon 
name and trade mark attest the 
strength, finish, usefulness and 
durability of Lyon Steel Products 


WORK BENCH 


O be “good” and also “fast” a service 

department must have favorable working 
conditions. A tool must be stored so that it can 
be found quickly and in usable condition. Work 
benches must be rigid and lasting. Lyon has 
spent much time in developing the kind of 
shop equipment that will speed up your work 
and cut your costs. And Lyon makes such 
equipment so lasting that you can buy none 
that is more economical. Your automotive 
jobber can help you modernize with Lyon or 
you may write us for Lyon Bulletin No. 548. 
Better do so, today. 


LYON METAL PRODUCTS, INCORPORATED, AURORA, ILLINOIS 


Successor to: 
DURAND STEEL LOCKER Co. LYON METALLIC MFG. Co. 


Chicago Heights, Til. Aurora, I1l. 
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And All The Coach 


—couldn’t stop one of to-day’s heavy, fast-moving buses. When 
lights flash red on busy streets, powerful, dependable brakes 


are needed—such as you get only with 


NEW AND DIFFERENT 
MATERIALS AND CONSTRUCTION 


Holds Wet or Dry 


RELINE BRAKES OFTEN 
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Send in this coupon for comovlete information 


Name Address _- 


WORLD BESTOS CORPORATION, 52 Ceenient Street, een N.} 5 





suick’s mechanical superiority has always been a mighty asset to 
Buick dealers. 

The job of selling Buicks has become easier each year, for every 
Buick sold has confirmed the public’s high regard for Buick. 


Now, in addition to introducing a new vogue in motor car body 


design, Buick has capped 25 years of engineering excellence with a 
car of brilliant performance... a car which is literally taking the 


country by storm. 


The Buick dealer franchise is worth more today than ever before 


in Buick history. 


BUICK MOTOR CAR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 


Those Who Desire the Buick Franchise 
Should Have Their Names on File 


THE SILVER ANN IVERSARY 


BUIC 


WITT MASTERPIECE BODIES BY FISHER 








